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HOME OF THE ILLINOIS LIFE 


N ADDITION to its value as property the Home Office During its years of operation the Illinois Life has gained 
of the Illinois Life possesses an intangible worth inthe andmaintainedareputation of whichit is admittedly proud. 


eyes of policyholders and company ‘representatives. It Prompt payment of claims, efficient service to policy- 
holders, and fair dealing with its field representatives are 


features which have aided in the consistent, progressive 
growth of this company. 


has a purpose and meaning which cannot be expressed 
in terms of dollars and cents. This beautiful edifice, a 
tine specimen of the architect's technique, is a monument 


to thrift and industry, a symbol of protection, and the The symmetry and strength of Illinois Life is well 


physical mark of an ideal. expressed by the sturdy structure pictured here. 


ILLINOIS LIFE INSURANCE CO, 


Ilinois Life Building CHICAGO 1212 Lake Shore Drive 
RAYMOND W. STEVENS, President 



















eA Few Policy 
Contracts 


Endowment at Age Sixty-Five. 


20 Payment 
Continuous Premiums 


Multiple ion (Coupon Policy). 

Central Life Select Risk Ordinary 
Life 

Modified Ordinary Life. 


Continuous Monthly Instalment 

Juvenile Twenty Pay Endowment 
at Age Eighty-five. 

Juvenile En ents maturing at 
any specified ages between six- 
teen and twenty-one. 

Five Year Term with Automatic 
Conversion to Ordinary Life. 
All regular Policy forms written 
in addition to above special 

policies. 


Ww 
Location 


The Home Office of the Central 
Life is located in the Central Life 
Building at 720 North —a 
Avenue, Chicago, occupying five 
floors of a sixteen -_ building 
owned without incumbrance by 
the Company. 

Our Cen location enables us 
to serve promptly all territories. 


Affiliations 


OUR PROGRESSIVENESS is 
manifested through our active par- 
ticipation with co-operative groups 
interested in the modern trend of 
Life Insurance. The Company or 
its officers are members of the 
following: 
Life Presidents’ Association 
Life Insurance Sales Research 

Bureau 
Life Agency Officers Association 
American Life Convention 

a. Medical Section 

‘+b. Legal Section 

c. Office Management Section 
American Institute of Actuaries 
Actuarial Society of America 
Association of Life Underwriters 
Life Office Methods Association 
Life Office Management 

Association 


vW 


Clubs and Contests 


The One Hundred Thousand 
Dollar Club—the Aristocracy of 
the Central Life. 

The Marathon Club—The App- 
a-Week Producers of the Com- 
pany. The Company believes in 
occasional Contests so arranged 


that large and small producers 
alike can win. 







































CENTRAL LIFE 
INSURANCE 
COMPANY 


OF ILLINOIS 
CHICAGO 
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ALFRED Mac ARTHUR + President 
R. E. IRISH + + + Vice President 


HE Central Life Insurance Company is 

agency-minded. Aggressive field trained 
executives with years of actual experience 
behind them direct this twenty-two-year-old 
organization. 
The remarkable strides in: growth taken by 
this Old Line Legal Reserve Company are 
attributed largely to the harmony existing 
between the Home Office and the field. 
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Underwriting 
Facilities 

Participating Life Insurance. 
Non-Participating Life Insurance. 
Annuities — immediate and de 
ferred. 
All Non-Participating policies par 
ticipate when paid-up. 
A broad selection of policy com 
tracts. 
Policy contracts free from restric- 
tions, 
Policy contracts free from techni- 
calities. 
Cash value available at the end of 
second year. 
Automatic premium loan privilege 
keeps eatin in force. i 
Juvenile policies. r 

Issued from birth. 

Full benefits at age five. 

Settlement options unbeatable. 
Age limits one day to sixty-five. 
Non-Medical business up to three 
thousand dollars. 


Excess interest paid on funds left 
with the company. 


v 


cAgency Contract 


Liberal First Year Commissions. 
Non-Forfeitable renewals. 

All contracts direct with company. 
Home Office Agency. 
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You Can Meet Com- 
petition With These 
Strong Contracts 


Special Select Risk, 
Ordinary Life Non-Participating 
Rate Age 35—19.71 
Modified Term Expectancy 
Rate Age 35—14.03 
A ial 31 year term policy with 
a fom, paid-up and extended 
insurance values, conversion priv- 
elege without examination within 
26 years. 


» 


Educational 
Department 


A thorough training course for 


the new man. 

Group meetings held at intervals 
at the various Agencies. 
Definite training for Agency Man- 
agers. 
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Twisters Make 


| Shows Dangerous Fallacy of Argu- 
ment to Change Over to 
New Contract 


*POLICYHOLDER IS LOSER 


Vice-president Hommeyer of Union 
Central Presents Timely Analysis 


of Problem 





Of particular timeliness in view of the 


ftremendous amounts borrowed on 


American life insurance during and fol- 


lowing the stock panic and crash of last 


i fall, the certainty that much insurance 
is heavily hypothecated and that “twist- 
ers” undoubtedly are seeking to make 
capital of this unusual situation, is an 
able treatise by Vice-President Charles 
Hommeyer of the Union Central, en- 
lo Have and to Hold,” present- 
ing concrete proof that policyholders 
stand only to lose by changing their in- 
surance P : 
The stock argument of every twister 
when he runs across an old policy with 
a substantial loan on it, is that the loan 


titled “ 


and loan interest are liens on the policy 
my and therefore in effect reduce the face, 
© so that the policyholder in paying a pre- 
| mium, made up of the original rate plus 
™ the 6 percent interest, which is at a 
4 higher rate than the premium on a new 
policy for the restored face value at the 
my attained age. Twisters even use this 





argument on policies with high reserve 
values and without loans, for they are 


s adept at making figures show anything 


they wish. Mr, Hommeyer meets fire 


with fire 


Must Die Seon to Profit 


nly policyholders who can pos- 
the substitution of new 


he says, “are the 


“The 
} 
sibly profit by 


tor old insurance,” 


® comparatively few out of the total num- 
© 'er who may die within a relatively few 
» Years. The rest begin over again the 
B® building of their insurance estate on a 
4 necessarily higher premium level. 

» “Any change must involve the same 





ae ott pad = x 
undamental principles. They cannot be 


improved upon. Science has done much 
fo ameliorate human life, but without 
apprectable decrease in adult mor- 
ty. 
Insura estates, and particularly 


rve funds’ accumulated to guar- 


tee the ultimate payment of every 
Oley, have unfortunately attracted the 
attention and cupidity of a class of in- 
vidua s operating under various titles, 
‘ Counselors,’ ‘analysts,’ or ‘adjusters.’ 
These lividuals, for selfish reasons, 
are advising the holders of established 
Policies, with substantial accumulated 


withdraw these funds for in- 
other securities. They sug- 
1¢ interest income from such 


’ 





ves ts can be used to help pay 
( pr 17 : 
oll ims On new insurance, the 
‘er beng usually recommended for a 


(CONTINUED ON PAGE 13) 





Urge a General Campaign 





Publicity Managers of the Life Companies Declare That 
Institutional Advertising Will Be of Great Benefit 
in Life Insurance Production 


By H. J. BURRIDGE 


MEMPHIS, TENN., April 
Insurance Advertising Conference held 
its annual regional convention here 


this week. Virtually all of those in at- 
tendance were representatives of life 
companies, and, as a consequence, the 


program had considerable of a life in- 
surance flavor. Altogether, 16 scheduled 
talks were heard, and at least half of 


those who spoke favored a cooperative 
institutional advertising program to be 
conducted on a national basis. The fre- 
quent advocacy of such a campaign was 
really the outstanding feature of the 
meeting. It was quite evident that the 
publici.y men feel that real and definite 
results from life insurance advertising 
are to come only when a national coop- 
erative plan is inaugurated. 

Pledged 


Money Already 


That a national advertising campaign 
of the character desired may not be so 
far off was indicated when Bart Leiper. 
of the Pilot Life, stated in his talk that 
$300,000 for such a campaign has been 
pledged by the companies belonging to 
the Life Insurance Sales Research Bu 
reau, and that only $500,000 is necessary 
to meet the demands. 

The only serious criticism that could 
be made of the meeting is that there 
were too many scheduled speakers and 
that there was, as a consequence, al- 
most no time left for impromptu discus- 
sion. It should be added, however, that 
virtually all of the papers read were of 
keen interest. 


Development of Work 


It was especially noticeable that the 
advertising managers have really be- 
come sales promotion managers and 
that with the passing of time they have 
widened considerably the scope of their 
work. There is a much closer alliance 
than formerly existed between the 
agency and the advertising departments. 
The efficiently operated advertising de- 
partment of a life company no longer 
operates as a separate unit, but instead 
cooperates closely with the agency head, 
so that the modern life company’s ad- 
vertising manager is in reality very 
much more of a sales promotion man 
ager today than has been the case in 
the past. 

Officers Present 


While virtually all of those in attend- 
ance were from the south the official 
family of the conference was well repre- 
sented. C. E. Rickerd, Standard Acci- 
dent, the president of the conference, 
presided at some sessions and gave a 
talk on “The Future of Insurance Adver- 
tising.” H. V. Chapman, advertising 
manager of the Ohio Farmers Fire and 
vice-president of the conference, was 
also on hand as was Secretary Frank S 
Ennis, advertising manager of the Amer- 
ica Fore group. Two members of the 
executive committee were present—Bart 
Leiper, Pilot Life, and Miss Chlo Peter- 


17.—The | son, 





Business Men's Assurance. Lorry 
A. Jacobs, Southland Life, was general 
chairman and was responsible for most 
of the arrangements and details. W. L. 
Rawlings of the Columbian Mutual of 
Memphis acted as local chairman. 


Rex Magee'’s Talk 
The meeting proper began Monday 
—, > , > it 
morning. Rex B. Magee, Lamar Life, 


was the first speaker with his talk on 
“Converting Pictures to Advertise- 
ments.” He exhibited specimens of the 
pictures he had used and showed how 
photographs can be made effective even 
in routine advertising. The Lamar Life 
has its annual convention each year in 
the form of a cruise or special outing 
of some sort and Mr. Magee publishes 
an elaborate booklet replete with photo- 
graphs of the affair. 

Albert J. Wohlgemuth, of Rough 
Notes, read a very carefully prepared 
paper on “What Trade Journals Can Do 
and Are Doing For You.” Mr. Wohl- 
gemuth has for several years repre- 
sented the case of the insurance jour 
nals at the advertising conference meet- 
ings, and the booklet which he issued 
following the Cleveland meeting and 
which sets forth the functions and pur- 
poses of trade journal advertising has 
been very widely read by insurance ad- 
vertising men. 

Miss Peterson's Comment 


Miss Chlo Peterson, Business Men’s 
Assurance, sounded the first note for in- 
stitutional advertising when she gave 
her talk She told briefly what other 
industries and businesses have been able 
to accomplish through institutional ad- 
vertising, and expressed surprise that 
the biggest business in the country has 
not as vet really taken any serious steps 
toward the launching of an institutional 
campaign. She expressed herself as 
being convinced that a well organized 
cooperative campaign would get big re- 
sults and that, in fact, insurance adver- 
tising could only be expected to pay in 

(CONTINUED ON PAGE 10) 





How Life Insurance 
Provides for Taxes 


Specific use of life insurance for 
estate settlement in large estates 
is illustrated by the will of the 
late Newman E. Drake, million- 
aire baker, who died leaving a 
$15,000,000 estate. He bequeathed 
all of his property, except for a list 
of specific bequests, to his widow 
and also provided that his life in- 
surance be left to his wife with 
the stipulation that she use it to 
pay federal and state transfer 
taxes on the estate. 














Biggest Month 
in Its History 


March Surpassed All Others in 
Production of Ordinary 


Insurance 


NEW RECORD ESTABLISHED 


Increase in All Lines Amounted to 4.5 
Percent Over Same Period 
Last Year 


NEW YORK, April 17.—To dispel all 
field of life 
insurance once and for all, the report of 
the Insurance Presi- 
dents for March, just issued, shows that 
last 


was 


trace of pessimism in the 


Association of Life 


during month, when general busi- 


time and even, in 


some cases, falling slightly farther be- 


ness marking 


hind, ordinary life insurance established 


a new record month's production, the 
paid total of $884,535,000 being greater 
than in any previous month in life in- 
surance history. It is 6.5 percent ahead 
of last March, which was very nearly 
the previous high record, but this year 


the March total sets a new high mark. 


It is sufficient to offset a slight loss for 
the month in industrial business and 
combine with group to make a_ near 
record month in total business, the ag- 
gregate of $1,222,184,000 being 4.5 per- 
cent ahead of last year. 
Increase in All Lines 
New life insurance of all kinds pur- 


chased in March advanced 4.5 percent 
above the figure for the same month a 
year ago. The increase over last year 
in new insurance purchased the first 
quarter of the year was 1.7 percent, as 
compared with an increase of 1/10 of 1 
percent the first two months of the year. 

For March, the total new business of 


all classes written by the 44 member 
companies was $1,222,184,000 against 
$1,169,881,000 during March of 1929— 


percent. Industrial insur- 


a gain of 4.5 
$264,415,000 against 


ance amounted to 
$274,824,000—a decrease of 3.8 percent. 
Group insurance was $73,234,000 against 
$64,813,000—a gain of 13 percent. 

For the first quarter, the total new 
business of these companies was $3,220,- 


857,000 against $3,167,407,000 last year 


an increase of 1.7 percent. New or- 
dinarvy insurance amounted to $2,328,- 
125,000 against $2,173,750,000—an _ in- 


crease of 7.1 percent. Industrial insur- 
ance amounted to $695,255,000 against 
$771,600,000—a decrease of 9.9 percent. 
Group insurance was $197,477,000 against 


New Office 


The Manufacturers’ Life announces the 
pening of another district office in Lon- 
lon, at Fairfax House, Fulwood Place, 
High Holborn. It will be under the 
control of Leonard D. Manning, district 
manager for London No, 1 district. 


Manufacturers’ Life 
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M. Albert yom Becomes 
Agency Department Head 


APPOINTMENT IS INTERESTING 


Seldom Has an Actuary Been Trans- 
formed Into Head’ of Production 
Department 


President Wing of the Provident 
Mutual Life announces that the direc- 
tors have discontinued the agency com- 
mittee at the head office and placed M. 
Albert Linton, vice-president, who was 
formerly chairman of the committee, in 
charge of the department. Franklin C. 
Morss continues as manager of agencies. 
Walter D. Cross and James H. Cowles, 
who have been assistants in the depart- 
ment, have been appointed assistant 
inanagers of agencies. 

From 


Actuary to Agency Man 


The appointment of Mr. Linton is in- 
teresting because he came up through 
tle actuarial department and is regarded 
as an expert in that particular field. It 
is very rare than an actuary becomes 
transformed into an agency executive. 
Mr. Linton has been a member of the 
agency committee at his home office 
since it was established. In that com- 
mittee he came in contact with agency 
problems and was very much interested 
in contributing to their solution. He 
became acquainted with the agency offi- 
cers of other companies and attended 
some of the conventions, thus broaden- 
ing his field of vision. 


Delved Into Agency Problems 


He was elected chairman of the execu- 
tive committee of the Life Insurance 
Sales Research Bureau. In that connec- 
tion Mr. Linton with his methodical, 
penetrating and analytical mind began to 
delve deeply into agency questions of 
great moment. He was appointed 
chairman of the advertising committee 
ot the Association of Life Agency Offi- 
cers that has been working on a scheme 
for institutional advertising. Now Mr. 
Linton becomes the agency executive in 
his company. He is regarded today as 
one of the eminent authorities in the 
particular lines in which he has worked. 


Fidelity Mutual Promotions 


C. J. R. Sproule has been elected 
treasurer of the Fidelity Mutual Life and 


T. W. Van Hoesen assistant treasurer. 
Mr. Sproule has been assistant treas- 
urer since 1923, in charge of mortgage 
loans. He began his Fidelity service as 
bookkeeper in 1896. Mr. Van Hoesen 
joined the company in 1884, and conse- 
quently is in his 46th year of service. 
For many years he has been manager 
of the premium collection division of 


the accounting department. 

Frank H. Sykes, vice-president and 
manager of agencies, has been elected a 
director to fill the vacancy on the board 
created by the death of Treasurer Sam- 
uel J. Steele. 





Agency Writes $5,000,000 in Month 


The Kansas City agency of the Equit- 
able of New York reports written busi- 
ness of over $5,000,000 in March. This 
business was being written while the 
agency was paying for $2,550,470, its 
largest month’s paid business in the 
agency's history, giving it a quarterly 
total of $6,671,938 paid-for for the year. 
Last year for the same period’ the 
agency paid for only $3,728,905, The 
$5,000,000 was written in March by 160 
agents in 713 applications. 


Plain Facts of Life Insurance 


“Better Homes and Gardens” 
lishing in its March, April and May is- 
sues an article by Wainwright Evans, 
“The Plain Facts About Life Insurance.” 
The articles present the principles of 
life insurance for the non-professional 
reader from the non-professional point 
of view. 


is pub- 








Heads Department 














M. ALBERT LINTON 


M. Albert Linton, vice-president of the 
Provident Mutual Life, who has been 
chairman of the agency committee, is 
now placed in charge of the agency de- 
partment. Mr. Linton came up through 
the actuarial department. 


Sullivan and Carne Are 
Appointed on West Coast 
Two west coast managers have been 


named by Vice-president W. W. Kling- 
man of the Equitable Life of New York, 


who is in San Francisco this week to 
select a successor to Ben F. Shapro, 
recently resigned to go with the Penn 


Mutual. The San Francisco territory 
has been split into two divisions. These 
are placed under the management of 
Joseph A. Sullivan and August W. 
Carne, who have been district managers 
under Mr. Shapro for some time. Both 
of the new managers have been with 
the Equitable for many years, beginning 
their insurance work with rate books, 
later becoming field assistants and then 
district managers. They have been very 
successful, both as personal producers 
and unit managers. This gives the 
Equitable Life three agencies in the San 
Francisco territory, the one in Oakland 
remaining unchanged. 


Kansas City to Survey Health 





The Kansas City, Mo., chamber of 
commerce has authorized a health sur- 
vey to determine why Kansas City’s 


death rate is greater than any other city 
in the country. For ten years the rate 
has averaged 14.12 per 1,000, in compari- 
son with 11.9 per 1,000 for the rest of 
the country. Missouri’s average is 11.8 
and Kansas, 11.9. The work will re- 
quire about six months and will cost 
$12,000. The survey will include a study 
of prevention work and cause of deaths, 
inspection and study of hospital facili- 
ties, and a study of tax supported hos- 
pitals. Deaths from alcoholic liquor and 
harmful poisons they contain, city water 
supply, diseases and other causes will 
be covered, 


Trust Lessons for Life Agents 


Under the supervision of W. I. Miller, 
one of the trust officers, and Earle L. 
Harrah, in charge of the new business 
department of the trust department, the 
Foreman-State Trust & Savings Bank 
of Chicago has inaugurated a life insur- 
ance trust class. The State Bank of 
Chicago conducted similar classes be- 
fore its merger with the Foreman bank. 
Forty life underwriters, two from each 
of twenty Chicago agencies, are mem- 
bers of the class. The purpose is to in- 
struct life agents in the principles of 
administration by trust 


estate and trust 
J companies. 








Kavanagh Looks on Group 
as Silent Effective Agent 


STRONG EDUCATIONAL FORCE 


Metropolitan Vice-President Urges Man- 
agers to Make Use of This Aid to 
Ordinary Business 


Vice-President James E. Kavanagh of 
the Metropolitan, speaking | before the 
company’s annual managers’ conference 
in New York, emphasized the vital part 
group is playing in life insurance de- 
velopment, through the fact that, al- 
though it was unknown in 1902, it has 
grown to $10,000,000,000. This i is more 
than the total life insurance in force in 
1902. He said he liked to view the group 
business as the wholesale end of life in- 
surance, whereas industrial and ordinary 
are the retail end. 

Helps Educate Public 


Group certificates are educating the 
public to life insurance and in fact, he 
said, are silent, effective, unlicensed, 
part-time life insurance “agents.” For 
this reason, he urged, managers should 
develop group more actively, keep in 
constant touch with employes and utilize 
all benefits from these sales aids. 

He said the Metropolitan alone has 
1,500,000 group certificateholders and, 
more important, 4,000 employer group 
heads, who are, in many cases, con- 
stantly at work selling, reselling and 
conserving the business. 

He cited the work of the head of the 
largest unit on the books, who is con- 
stantly addressing, writing to and fol- 
lowing up employes on their group 
policies. 

Mr. Kavanagh expects to see the day 
when every employer will set up pro- 
grams so all employes can secure ade- 
quate provisions for life, disability and 
retirement hazards. 


Advertising Managers 
Will Hold Conference 


Notices are going out to life group 
members of the Insurance Advertising 
Conference of another informal May 
conference of life advertising managers 
to be held in New York City at the 
Pennsylvania hotel, May 29. In May, 
1929, a similar conference was held and 
proved so valuable to those participat- 
ing, that arrangements for this year’s 
conference naturally resulted. 

It will be an all day session—in the 
morning a meeting of the life group de- 
velopment committee, and at noon an 
informal luncheon, followed by a round 
table discussion in the afternoon. There 
will be no set program and the meeting 
will be conducted along the same lines 
as last year and in executive session. 
President Rickerd, Secretary Ennis and 
others officially connected with the In- 
surance Advertising Conference will be 
in attendance. 


New Rule on Foreign Companies 


Governor Roosevelt of New York has 
signed two insurance bills sponsored by 
the New York department. One of 
them increases the requirements for 
foreign corporations transacting life, cas- 
ualty or surety business. The old re- 
quirement was that they should have 
securities or other properties within the 
United States, deposited with state in- 
surance departments or held by a trus- 
tee, equal to the minimum capital re- 
quired for domestic corporations doing 
the same kind of business, with a mini- 
mum of $250,000. The amendment in- 
creases this requirement 50 percent. 

The other bill amends the law which 
requires promoting corporations or hold- 
ing corporations to secure permits from 
the insurance department before selling 
any stock, by eliminating all references 
to holding corporations. 








Prudential to Hold Great 
Meeting at Home Offic, 


SESSIONS TO LAST FOUR Day; 


President Duffield to Welcome Fie 
Delegates from Every Quarter 
of North America 


More than 1,000 field representatives 
the Prudential will attend the anny 
business conference at the home offic 
April 28 to May 1. Edward D. Duffel 
president, will welcome delegates at t 
first meeting, to start at 10 a. m., Ap 
28, in the company gy mnasium. 

Addresses will be made at this s: 
sion by company executives. The aite 
noon of the first day will be devoted: 
reception of field men by home offic 
department heads. 

The conference will come to an offi 
close Thursday evening with a banqu 
which is expected to be attended | 
more than 1,200 persons. The toas 
master will be President Duffield, a 
there will be speakers of national pro 
inence. All sections of the Unite 
States and Canada will be represent 


Sun Life to Appeal Ruling 
Denying Capital Increax 


The Sun Life of Canada will appe 
to the privy council from the decisic 
of the supreme court of Canada in » 
holding the ruling of the exchequer cout 
that under its present charter the com 
pany can not increase its capitalizatio 
to $2,000,000 from $4,000,000. The a 
peal is taken on the ground that fir 
supreme court judges voted to uphol 
the exchequer court ruling and two vote 
against. The privy council’s decisio 








not expected before a year or more. 

The original authorized capital of th 
company was $4,000,000 but its charte 
at that time authorized it to transact a} 
classes of insurance. When the charter 
was amended to authorize exclusive! 
the transaction of life insurance the pro) 
lem arose as to whether $2,000,000 of t! 
original authorized capital had not bee 
eliminated. 

The company submitted the questi 
to the superintendent of insurance afte 
failing to receive the approval by parli 
ment of the plan to make the authorize 
capital $4,000,000 beyond question. 
superintendent ruled that the authorize 
capital was limited to $2,000,000 wher 
the authority to transact other classes 0 
buisness than life insurance was el 
nated from the charter, and the courts 
have sustained that ruling. 





DARBY A. DAY INTERESTS 
HOLD CHICAGO BANQUE! 


Attendance of approximately 150 pet 
sons was recorded at the banquet he 
at the Union League Club in Chicag 
Wednesday night by all the Darby * 
Day interests, including the Darby *| 
Day Corporation, the Day agency of 
Union Central Life, the Fire Insuranc 
Company of Chicago, the Chicago 
delity & Casualty and the Indemnity 
America. Mr. Day was toastmaster 4% 
called on W. P. Anderson, St. 4 
business man and vice-president 0 
Chicago F. & C.; J. B. McCutchat 
president Indemnity America: P 
Dallwig, Union Central; J. W. & 
more, vice-president Fire of Chicas 
John Huntzinger and Harry J. ™# 
len of the Day Corporation and Jo 
Harty, former Missouri commiss 
Mr. McCutchan outlined the expa 
program contemplated in the Day fe 
Mr. Anderson stressed the need for st 
a fleet in the central west and * 
Harty spoke on the exceptional p!® 
pects for insurance companies. 
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Federal Bonds 
Ruled Exempt 


United States Supreme Court 
Makes 


Affecting Companies 


Important Decision 


OPINION NOT UNANIMOUS 


Missouri Insurance Company Wins Re- 
lief from Assessments of St. Louis 
Tax Board 


‘WASHINGTON, D. C., April 17.— 
Decision of the Missouri supreme court 
in the suit brought by the Missouri In- 
surance Company to have set aside tax 
assessments made by the St. 
sessor and the board of equalization was 
reversed by the United States Supreme 
Court in an opinion holding that United 
States bonds are exempt from tax and 
so treated in arriving at the 
taxability of a taxpayer. 

The decision was net unanimous, Jus- 
tices Stone, Holmes and Brandeis 
senting. 


Louis as- 


must be 


dis- 


Contention of Board 


The suit revolved around a tax return 
made by the company under Missouri 
statutes, in which the amount of United 
States bonds held by it, its legal reserve 
and unpaid policy claims were deducted. 
rhe St. Louis board*of equalization de- 
clined to accept a return, but after a 
hearing held that the bonds are not tax- 
able, that the section under which the 
return was made contravenes provisions 
oi the state constitution requiring uni- 
form taxation, and that, therefore, the 
company was not entitled to deduct the 
amount of its reserve and unpaid claims. 


The case was carried to the state su- 
preme court, which held the section 
valid, found the company’s liabilities 
were chargeable against all its assets, 
taxable and nontaxable alike, and de- 
clared that the reserve and claims should 


apportioned between the two classes 
according to the respective 


of assets 


amounts, 
Ignored Federal Question 


did not consider 
the gov- 


The court, however, 
the tederal question raised by 
ermmnent bonds. 








_ Pointing out that it is an “elementary” 
lact that United “States bonds are not 
taxable, the court commented that “the 
section discloses a purpose as a general 


tule to omit from taxation sufficient as- 
f the insurance companies to cover 
legal reserve and unpaid policy 

It would be competent for the 
) permit a less reduction or none 
But whereas in this case the own- 
of United States bonds is made 
sis of denying the full exemption 








Which is accorded to those who own no 
such bonds, this amounts to an infringe- 
nent the guaranteed freedom from 
taxation. It is clear that the value of 


the appellant's government bonds “was 
disregarded in making up the esti- 


mate taxable net values. That is in 

violat of the established rule.” 
Opinion of Minority 

: Dissenting from the majority opinion, 

Justice Stone asserts that this opens “a 


new and 
operation 
ation e1 j 
curities 


hitherto unsuspected field of 
for the immunity from tax- 
yyed by national and state se- 
as instrumentalities of govern- 
and to accord to their owners a 
¢ which is not justified by any- 
that has been decided or said by 
his court.’ 
Ur ider the rule laid down by the ma- 
jority, he contends a taxpayer having no 
tax exempt securities and subject to a 
State tax on net worth, might escape the 


privil 
thing 
hi 
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DR. HENRY WIREMAN COOK 


Dr. Henry Wireman Cook of Minne- 
apolis, vice-president and medical direc- 
tor of the Northwestern National Life, 
made a notable address this week before 
the Grand Rapids Life Underwriters 
Association, taking up a number of 
underwriting questions of particular 
moment to the production forces. 


tax completely by the “simple expedi- 
ent” of buying on credit government 
bonds equal in value to his net taxable 
assets. 

The Missouri supreme court Feb. 11, 
1929, upheld the St. Louis tax assess- 
ment, ruling that the Missouri company 
had no right to disregard nontaxable 
securities and deduct liabilities from tax- 
able assets alone in making personal tax 
return. The court held that liabilities 
should be deducted from assets. It 
found taxable assets were $354,265, or 
79.03 percent of assets, that 79:03 per- 
cent of the liabilities was $263,554, and 
that the difference of $90,711 was prop- 


erly taxable. 
Using this computation, the Missouri 
court held that the company’s protest 


against the $50,000 tax assessment was 
without merit. The company in making 
its personal tax return had excluded the 


$94,000 in tax exempt securities, and de- 
ducted $333,846 liabilities from $354,265 
taxable assets. 

The decision blocks the plans of the 
city- to compel companies with home 
offices in St. Louis to pay approxi- 
mately $80,000 in additional taxes an- 
nually, 


Real Estate Mortgages 
Popular with Prudential 


The real estate mortgage loan as a 
sound form of investment finds further 
endorsement by the Prudential, which 
announced 6,128 such loans since Jan. 1, 
tor $42,060,245. 

These investments, 
were made in Canada, 
follows: 


some of which 
were grouped as 
Loans on individual dwellings, 
4,495 tor $25,131,390; on apartment 
houses, 220 for $3,940,900; on city and 
institutional properties other than those 
for dwelling purposes, 90 for $6,733,876; 
on farms, 1,323 for $6,254,079. 

An interesting phase of the statement 
is the fact that while the total amount 
loaned on both dwellings and apartment 
houses for the first quarter of 1930 was 
not as great as that invested in the same 
way in 1929, the total this year on 
dwellings alone is an increase of more 
than $1,000,000 over the dwelling loans 
made in the first quarter of 1929, the 
decrease being confined to apartment 
houses only. 
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Some Important Aspects 
of Life Underwriting Told 


Dr. Henry Wireman Cook of Minneapolis, vice-president and medical director 


of the Northwestern National Life, 


in his talk before the Grand Rapids |Lifes 


Underwriters’ Association emphasized the place of the agent in life underwriting. 
He said from 85 to 95 percent, varying with the company, of all life underwriting 


is done by the agent. 


The home office underwriters are merely technical consult- 


ants, who in 5 to 15 percent of the cases modify a rating given by the field man 
on account of some medical or other information which the field underwriter does 
not have or has not the technical knowledge to properly evaluate. 

Dr. Cook declared the agent himself is the major factor in selection, a fact 


which he believes is frequently overlooked in the home office attitude. 


longed actuarial 
to whether a certain grade of al- 
rated —50 or —60 


as 
buminuria should be 
is of little moment if the agent has 
arranged substitution of the specimen; 
or a rating for blood pressure if the 
agent has conferred with the Chicago 
doctor who recently circularized the 
agents of that city suggesting that he 
could bring the blood pressure of their 
applicants to normal over the period of 
the insurance examination. 


Need Agents of High Type 


Dr. Cook said further: : 

“If life insurance salesmanship is in 
fact the honorable and exalted vocation 
which you and our officials claim for it 
in our public speeches and advertise- 
ments, then there is no place in its ranks 
for any other than men and women of 
decency, honesty, and _ self-respect. 
Whatever may have been true in the 
past | am convinced that this is rapidly 
becoming established practice and that 
responsible American life companies will 
not send into homes and business offices 
clothed with the sanction and authority 
of a great institution, any man or woman 
who as far as a basis for adequate judg- 
ment is obtainable, would misrepresent 
or prostitute the sacred trust reposed in 
the life insurance solicitor. 


Agents and Underwriting 


“But whatever may be the proper busi- 
ness ethics in the case, | am convinced 
that sound underwriting begins and goes 
a long way towards the end with the 
employment and retention of only clean, 
upright, conservative, and well-informed 


: 
al discussion | - : 
and medical dis | themselves to this misuse, 





Pro- 


and constitute 
another underwriting problem. The un- 
favorable mortality and the financial loss 
experienced on this class of reinsurance 
represents only one unfavorable result. 
It has been a retarding influence in the 
establishment of high underwriting 
standards, both in field and home offices, 
and has been of distinct encouragement 
to the illegitimate broker to feel that 
sufficient pressure and enough inter- 
views would put over any impaired risk 
for an aggregate large amount. If home 
offices are not willing or able to main- 
tain a firm position on equitable selec- 
tion against undue pressure from any 
source—a broker, a large producer, a 
manager, a director, or even their own 


officials—then it is impossible to expect 
the agent to have a more reasonable o» 
a more scientific attitude in his own 
business. 
Make Policyholder Dissatisfied 
“Some brokers make it a practice of 


dissatisfying a new policyholder with his 
substandard policy, suggesting that the 
rating is too severe and that he can get 
him a more favorable offer from one of 
his connections. Then he starts to 
“shop” the case with the idea of lower- 
ing the rating by any amount sufficiently 
large to enable him to earn a commis- 
sion On a new policy by lapsing the 
other one. Home offices should be on 
the look-out for this undermining of an 
agent’s business and should refuse to 


|} underbid another company’s offer 


agents. 

Aside from the underwriting view- 
point, what poor business policy it is to 
employ any but high grade agents. They 
do not stay in the business, they are 
misfits, they misrepresent company and 
policies, they do not settle for their | 
nets, their notes are not paid, their busi- | 


ness lapses, 
ciates, and after they have put over a 
few poor risks and spent nets and ad- 
vances, they drift into their legitimate 
occupations—fake oil stocks, patent 
medicines, bootleg, or whatnot. 


Insurance Twisters 


related underwriting 
problem has to do with the outlawed 
insurance “twister” or broker. The 
brokering of life insurance can be 
legitimate and proper a transaction 
as brokering a bond, but there are pos- 
sible abuses, and company 
agency managers must draw a definite 
line between the legitimate and illegiti- 
mate. Owing to the abuses of 
ing, some companies have announced 
that they will not accept brokered busi- 
This only encourages an agent to 
the case as his own personal 
business, or works a hardship on the 
high-grade man who will not stoop 
such deception. But companies which 
knowingly accept business from the dis- 
honest “twister” or broker, either direct- 
ly or indirectly or under an alias, as 
has been done in some cases, will suffer 
the mortality they deserve and at 
the same time are lowering their own 
agency standards and the standards of 


“Another closely 


as 


ness. 


submit 


loss 


the business as a whole. 
“Unfortunately, 
peting 


over-liberal and com- 


reinsurance facilities have 


they are distasteful as asso- | 


just | 


officials and | 


broker- | 


to |} 


lent | 


| stands the 


i 


Lack of Uniformity 


problem in underwriting 
from both the field and the home office 
viewpoint is the lack of uniformity be 
tween companies in their action on cer- 
tain individual risks. To the uninformed 
agent it is incomprehensible why a cer- 
tain man who may be applying to 15 
different companies may receive stand 
ard insurance from five, declination from 
five, and substandard ratings varying 
from +25 to +100 from the other five, 
but a situation similar to this frequently 
happens. Naturally, the agent whose 
company accepts standard readily under- 
high order of intelligence dis- 
played in this action, but the others may 
(CONTINUED ON PAGE 12) 


‘A serious 





Life Insurance Trusts 


Now Total $2,500,000,000 








total life insurance policies 
reposing in vaults of trust com- 
panies in the United States as trustee 
under trust agreements exceed $2,500,- 
000,000, Little Fitzgerald, Jr., manager 
of the new business department of the 
American Bank & Trust Company of 
Richmond, told members of the Rich- 
mond association at their April luncheon 


Estimated 
now 


meeting in a talk on “Life Insurance 
[rusts.” He said that the record of the 
amount of life insurance deposited un- 


der trust agreements for 1927 was $257,- 
000.000: for 1928, $700,000,000, and for 
1929, $1,200,000,000. 

Mr. Fitzgerald added that the tremen- 
dous increase in insurance trusts the 
past year was due in large measure to 
the wholesome cooperation of bank and 
trust companies and the life underwriters 
of the country. 
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CONTINUITY 
OF 


PURPOSE 


Since its organization twenty- 
four years ago the Midland 
Mutual Life has consistently 
maintained the same high ideals 


which actuated its founders. 


THE MIDLAND MUTUAL 
LIFE INS. Co. 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises” 


Assets over $18,500,000 In force over $110,000,000 











Ratio of Actual to Expected 
Mortality for 147 Companies 








Name 
Acacia Mutual... .ccccccccsces 
BG, BEB oc casnccceecececeee 
American Bankers...........- 
American Cent., Ind........... 
American Life, Mich.......... 
American National, Tex...... 
DEED. cccegsccveseceieves® 
Atlantic Life, Va.........s00. 
CRPMECMENOTS cccccccscccccecere 
Ps Cr, Mncc os sn e0.edee's 
Bankers Life, Neb..........+-. 
Bankers National, N. J........ 
Bankers Reserve, Neb........ 
Bank Savings Life........... 
Beneficial Life, Utah.......... 


Berkshire Life, Mass.......... 
PP Ph wcccenessecnene 


Brooklyn National............ 
Business Men’s, Mo........... 
NN A Terre 
Serre 
Ceemltes Tite, Coble... .ccccecece 
Cn ee. Dh, cskececsuaeens 
COMSPAs BATS, Th. cc cccccsscccee 
Se Be, Eee cccccccsccee 
Central States, Mo............ 
Chicago National ............ 
Colonial Life, N. J... .cccccecs 
Ce <ccknes ew eenes 
Columbian Mutual............ 
Columbian National ......... 
Columbus Mutual............. 
Commonwealth, Ky. ......... 
Connecticut General ......... 
Connecticut Mutual........... 
Continental American, Del.... 
Ce, (DE. 6c acncse euseee 
Continental, MOo............06. 
OE ME sacceseaccseseces 
Ce I Me csedeeecgenkes 
en Oh Goss castaneseses 
CS Se ee 
tEureka-Maryland .........-. 
Farmers & Bankers.......... 
Farmers & Traders........... 
Farmers Life, Colo............ 
Farmers Union Mutual....... 
PE DO Rvecada5 4 ed e000 nee 
Federal Union Life........... 
WERE GUURORE ccccccccceces 
ir dd aban cel eaeces 
CE Ce téctteacesseneeeks 
Great Northern, Ill........... 
Great Southern, Tex.......... 
Great West, Canada.......... 
TPRERORE, BBs ccvesescesoauces 
DE: DR costeedeneseuce 
Se De, lie OB naccescecéeens 
Sf’ § eee 
i i Ee 
Indianapolis Life ............ 
Inter-Southern Life.......... 
Jefferson Standard............ 
John Hancock Mutual........ 
SE De wesageseccevecences 
nes Ger BA. o6ccceevcees 
COR BER scasvctusceesesucen 
+Life & Casualty, Tenn....... 
+Life Insurance Co. of Va.. 
ROSE FIORE. ccccccccoces 
Manhattan Life..........e.0% 
Manufacturers Life........... 
ON rr ee 
Massachusetts Mutual Life... 
Massachusetts Protective..... 
Metropolitan Life....cccccece 


Midland Life, Mo 
Midland Mutual, 
Midland National 
OE GC 
Minnesota Mutual 
DEEN TOOMD cccccccesecesec 
DEG BeePccccvcessscestces 
Sk eas whan eee 
DEE EOE Raccoccccesoccee 


Mutual Life, N. 
OT errr 
National Guardian ........... 
tNational Life & Accident.... 
DG De, Wheccccocesceee 
pemtreneas Bae, U.S. A..ccesecs 
PEGCOMEE BAUR, BOiccccccccescecs 
New England Mutual......... 
POW WGUEE BAO cccccncecccsee 
kek £3 eer 
North American, Ill.......... 
og eee 
Northern Life, Wash......... 
Northwestern Mutual......... 
Northwestern National....... 
Occidental Life, Cal........... 
Se Dn cc vtcedécceeee se 





Gee Esme BAGO, Wie. .cccccccce 
Ss is sc aseeeeeedese 
PE Gods ncvccccdevenns 
ere 
PO TOE BAGO. 0 ccc cccccces 
Peeples Tate, Ind... ccscccccce 
Pi i Ms ccceeceesee és 
PRMEIMGOIPOIS BATE... ccccccccces 
i Mii hv<cseknenecnsé 
BO Se ra 
UN oS ae ie 
Provident Mutual............ 
~. ... reer 
i Peer 
Register Life, Ia 
| ere 


Reserve Loan, Ind 
IE Sa a nn po 
> GME DNNDs wccceseeceees 
SS Ue ere 
Security Life, Ill 
Security Mutual, N. Y.... 
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ia nnouncing 
: “BUSINESS INSURANCE” 
: by 
cH Leon Gilbert Simon 
os ‘“‘a new outstanding book by a practical expert of wide experience”’ 
4! 
iL; 
7 Leon Gilbert Simon has long been one of the largest writers in 
HT ¥ New York City, specializing in business insurance and insurance 
an for inheritance tax purposes. Underwriters everywhere will be 
-y greatly benefited by the careful recording of his wide experience and 

















knowledge in his new book, “Business Insurance.” 


Thorough—but not too technical 


is thorough, analytical and of modern life insurance is in the business and pro- 

fessional world. Business men, including the pro- 

ple and understandable to the prospect as well as fessions, are rapidly realizing that they should not 

: . allow the business they have built up to be without 

to the underwriter. It has been written in an easy the protection of their life values that life insurance 

fashion and is not too technical. so efficiently provides when properly adapted to 
Probably the most important special function — their special needs. 


For the Man in the Field 


3ut strange to say, there has been a deplorable ized knowledge—the underwriter must be a real 
lack of knowledge on the part of life insurance men, counselor. Mr. Simon’s book has been written with 
as to how to best apply life insurance to the special not only this in mind, but also with the express pur- 
pose of showing you how to do it, based upon his 
* experience in writing business insur- 


Mr. Simon’s book 
exact in statement; the language, however, is sim- 


THE 
jONAL 9 " : 
needs of different businesses, so as to best protect 


NAT 
UNDER iT 

WRITER 
COMPANY the business itself and all parties concerned. very valuable 


See Most business insurance cases require special- ance cases 
Three Good Reasons for 


READY SO ON Studying This New Book 


. ° Because, to write business insurance, you must be a real 
Quantity prices on request counselor, and be able to talk to your prospects about their 
business and the contingencies that may arise. 

Because, you must understand the differences in insurance 

needs of partnerships, corporations, and proprietorships and 
Actual Sales Talks _ how business insurance should be applied x sa case. | 

in the chapter “Metheds of Approach” for Basi: Because, you should know how those who are selling 


is simple and understandable to both the ness Insurance, many methods tried in the field A . 
t as well as the underwriter. and found successful are carefully analyzed, the business insurance cases are doing it and benefit by their 


very words and phrases which produced ‘the busi : ° 
ness being used without alteration. The chapter experience, 





A Partial Analysis of Mr. Simon’s New Book 


“Business Insurance” 


ari'y a book for the field man. The lan- 


Life as Well as Death Values Prospecting, tells how the underwriter secures 
Business Insurance prospects. The high spot of r ‘ce 9°? / 
the first chapter the trend towards Business the book is entitled “Interviewing the Prospect.” d O A l N 
. ance Is Fn nour ond many enges ave eted Here the verbatiin method between the Under- er 11 Trova OW. 
here Business Organizations suffered considerable writer and the Prospect is used, so that the Pros wa ? . , ; o a : 
ue to the lack of Business Insurance. Con pect ene bring o- the cogeutel those ob and rhe publisher’s guarantee is back of Leon Gilbert Simon’s 
sely. cas are rent ~d h Business In the nderwriter ereupon offsetting 1oOse eayec — . “Dp . aia ‘ a . - 
nce pr speauned 2 culanas lene ¢0 the ae Bt tions through intelligent analysis of the case ne w book susiness Insurance” as being one of the best books 
Emphasis is laid upon the > pm = warteane En s fie C Gc on life insurance vet produced. Orders will be accepted “on 
¢ has very attractive life values as well as ific Cases Given . =~ . . . . . 
death values ame approval” with privilege of return within ten days. Mail the 
“Sales Suggestions, ” “Partnership Cases An- coupon below. 
. alyzed,” “Corporation Cases Analyzed” and “An 
Have the Correct Information Analysis of Sole Proprietor Cases” are other chap aa aa ae ee ES 


ters each including a careful criticism. 


“ON APPROVAL” COUPON 


Send me copies of Leon Gilbert Simon's new book “Business 
at $3.00 per copy 


wing chapters discuss the kind of Insurance 

se for the different forms of Business; the 

tinct differences between a Partnership, Cor- 
poration, and Proprietorship are discussed. 

A chapter entitled “Legal Aspects,” including 

Inheritance Tax Matters which refer directly and 

indirectly to Business Insurance and for the more 

studious, certain court decisions are given which 

be carefully perused by the reader if so de 


Many New Angles 
Insurance,” on 10 days approval as soon as issued, 
It is agreed that if I order additional copies I am to have the benefit 


Important Phases Treated : 
of quantity rate on this order 














\nalysis of The Agreement to Retire Busi- may 
ness » Interest is carefully studied. The Method of sired The general trend in modern legislation as 
ition of the Business Interests is clearly and regarding lite insurance is also noted. Questions NAMI rITLE 
sely stated, the modern trend towards the on Income Tax follow and then a chapter devoted . 
Trust Company as Trustee in Business Insurance to the Preblem of Insurable Interest. A penere 0 Send me 
. 7 . “h- re f > > a sluded The last 
eements follows. Chapters discussing selling survey of all State Laws is include ri »s . > , 
Corporation Insurance, selling Partnership Insur- chapter discusses Life Insurance Proceeds and juantit 2 price COMPANY 
e and selling Sole Proprietor Insurance are fol Creditors, and a careful survey of the situations and circulars 
| by an Analysis of the Steck Purchase Plan. that exist throughout the entire country today. - : : 
. ° for distribution ADDRESS 
“ = Hi to agents. 
his book really tells you How cry STATE 


To The National Underwriter Co. 
175 W. Jackson Blvd., Chicago 80 Maiden Lane, New York City 
420 East Fourth Street, Cincinnati 


to sell “BUSINESS INSURANCE’’ 
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HE men who direct 
the destinies of an 
institution are as _ im- 
portant an indication of its 
strength as are the figures 
of its financial statement. 







F. A. 
CHAMBERLAIN 
Chairman 
Executive 
Committee 

First National 
Bank of 


Minneapolis 


E. W. DECKER 


President of the 
Northwestern 
National Bank 
of Minneapolis 
and President 


C. T. JAFFRAY 


of the President of the 
Northwest “en Ria? ead 
Bancorporation Cheismen of the 
Board of the 
First Bank 
Stock 
Corporation 


in the history of the 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


T marks the completion of 25 years of contin- 
uous service on the Company’s Board of 
Directors and its executive and finance commit- 
tees of its three senior Directors—F. A. Cham- 
berlain, E. W. Decker, and C. T. Jaffray. These 
men, whose service to NWNL is fully appreciated 
by a loyal, aggressive, and growing agency or- 
ganization, are typical of the entire membership 
of the NwWNL Board which is famed for the close 
attention it gives to the Company’s affairs and 
particularly the investment of its funds. 


April has been set aside by the agents of the 
Company for a special effort in the production of 
new business as a tribute to the Board and espe- 
cially these three senior Directors. Because Mr. 
Chamberlain’s 75th birthday occurs during the 
month, April has been named Chamberlain 
Month. 





—| NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 
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Research Bureau Appoints 
Young New Contact Man 


LEAVES MISSOURISTATE 





Assumes Charge of Home Office Service 
Department After Unusually 
Broad Experience 





Pearce H. Young, formerly assistant 
secretary of the Missouri State Life, 
has been appointed head of the home 
office service department of the Life In- 
surance Sales Research Bureau. He will 
have charge of one of the bureau’s most 
difficult tasks, informing 133 member 
companies on what the bureau is doing, 
and keeping the bureau acquainted with 
the companies’ problems. This requires 
an intimate knowledge and understand- 
ing of field and home office problems. 

Mr. Young goes to the bureau pre- 
eminently qualified for this work, hav- 
ing been an agent and assistant manager 
in the freld, and in charge of the home 
office educational department for the 
Missouri State. He has had oppor- 
tunity to obtain a clear perspective of 
the whole sales process in life insurance. 
As an agent in the Morton agency of the 
Connecticut Mutual at St. Louis, Mr. 
Young wrote over $100,000 his first year, 
and $200,000 the second year. 

After three years as assistant manager 
in the St. Louis branch of the Missouri 
State, he became agency instructor in the 
home office. Since August, 1925, he has 
put into operation a correspondence 
course, conducted company schools 
throughout the country, and completed 
a preliminary training course for new 
agents. He was promoted to director 
of education in January, 1929, and to 
assistant secretary shortly thereatter. 

For the purpose of learning general 
objectives and bureau operations, he will 
remain in Hartford in May, attending 
an educational conference at Hartford, 
May 27-28, and then will visit member 
companies in the Mississippi valley, at- 
tending the Bureau’s two week schools 
at Kansas City, Aug. 4-16, and at North- 
western University, Aug. 18-30, 

Member companies in the far west 
will be visited by L. J. Doolin, who 
starts for the Pacific Coast from St. 
Louis on May 3, calling on companies 
in Denver, Los Angeles, San Francisco, 
Portland, Ore., Seattle, Spokane, Helena, 
Mont., Bismarck, N. D., and Winnipeg. 


A. I. U. to Increase Capital 


The American Insurance Union, Col- 
umbus, O., fraternal, which has been 
planning to go on a stock basis, will 
imerease its authorized capital from 
$100,000 to $200,000, the par value of 
the new shares to be $10. Subscribers 
of the first issue will have the first op- 
portunity to take over the new issue. It 
also was decided that the surplus should 
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Oklahoma Launches “Day 
for President” Campaign 


OKLAHOMA CITY, April 17. 
—A unanimous endorsement of the 
Oklahoma Association of Life 
Underwriters was given to a pro- 
posed campaign for C. C. Day of 
Oklahoma City for national presi- 
dent. A committee was appointed 
to outline plans for the promotion 
of the movement. 

Mr. Day is general agent in 
Oklahoma for the Pacific Mutual 
and has been very active in life 
insurance organization work. He 
is now the ranking vice-president 
of the national association and 
served as president of the Okla- 
homa association for two succes- 


The committee comprises George 
E. Lackey, general agent Massa- 
chusetts Mutual; Marmaduke Cor- 
byn, general agent Central States 
Life and J. W. Newbern, general 
agent Mutual Life of New York.. 








Big Production for Warfield 


The one-week campaign in honor 0! 
J. N. Warfield, presiaent of the Eureka- 
Maryland Assurance, produced written 
business of $2,466,290. 
particularly pleasing in view of th 
that quality production as against quan- 





be one-half the capital stock. 


The result 


tity production was stressed. 
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(CONTINUED FROM PAGE 4) 
N 1924 1925 1926 


DE écnesweeeee e000 42 41.9 40.2 59.8 
Southeastern Life............. 51.8 9.4 45.9 
Southern States Life.......... 48.6 46.5 44.7 
OS” 2S }|S eee 41.7 38.7 47.7 
Southwestern Life............ 42.2 42.7 40.5 
6 Oe 67.4 75.0 86.2 
ee Mh Mii eceaceccecocens 45.3 53.0 65.2 
tt Cn Kipecanseeneeee 50.2 47.6 56.4 
WOM BAe, COMROR. «occ cccccess oes 50.3 60.1 
 }’ eae ene 39.5 36.2 
OEE wnesdceeueeescecarees 48.8 50.4 52.0 
oe Serer 52.9 52.2 
NN PCS ree - . Se 
OE rr 68.5 69 56.§ 
United Life & Accident....... i 38.6 55 . 
United States Life............ 85.5 88.6 73.3 
Victory Life, Bam... ..cccccess 9.3 36.1 21.1 
Volunteer State..........0+-+- 50.5 59.4 59.9 
.. 9g be Sere 49.6 56.7 
+Western & Southern........ 64.8 66.8 68.8 
MD GENE Wika dance cexves 46.4 37.7 43.7 


Average for 147 companies in 1929 was 55.6 percent. 
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eenhihe Meeting Plans 
Southern Sales Congress 


POSSIBILITY OF NEXT SPRING 


W. B. Henderson of Knoxville Elected 
President of Tennessee Association 
at Annual Wathering 


Plans for an annual sales congress for 
southern life insurance agents were 
made at the annual meeting of the Ten- 
nessee State Association of Life Under- 
writers in Memphis. The congress was 
suggested by Ed. J. McCormack, vice- 
president of the National Association of 
Life Underwriters. The convention de- 
cided to take no definite action but to 
leave the matter to Mr. McCormack and 
the new state officers, as it was felt the 
congress should be a separate organiza- 
tion. Sentiment for the project was 
practically unanimous. It probably will 
be held next spring. 


Results of Election 


\V. B. Henderson, Knoxville, Union 
Central, was elected president, succeed- 
ing Seth W. Ryan, Penn Mutual, Mem- 
phis. Frank Womack, Nashville, Life 
& Casualty, was chosen vice-president, 


and John Britton, Knoxville, Phoenix 
Mutual, secretary-treasurer, suceeding 
Kenneth Duffield of Memphis. The an- 


nual meeting will be held at Knoxville 
next year. 

With Mr. Ryan presiding, the state 
meeting opened with more than 200 
insurance men from all over Tennessee, 
and delegations from Arkansas and Mis- 
sissippi, in attendance. Dr. J. L. An- 
drews, medical director, Columbian Mu- 
tual, welcomed the visitors. S. T. What- 
ley, president of the National Associa- 
tion, Chicago, described work of the as- 
sociation and the part it plays in growth 
of the life insurance business. Vernon 
L. Thompson, vice-president Pyramid 
Life, Littlhe Rock, spoke on “Merchan- 
dising Life Insurance.” Then Prof. Wil- 
liam B. Bailey, economist of the Trav- 
elers, spoke on “Industrial Background 
ot Group Insurance.” 

The morning session closed with a 
talk by Harold J. Cummings, vice-presi- 
dent Minnesota Mutual, St. Paul. A 
golf tournament was held in the after- 
noon, prizes being donated by Lloyd T. 
Binford. An informal southern ball was 
held in the evening. 

\. Van Pritchartt, president of the 
Memphis association, presided at the 
final session. Edward J. McCormack, 


vice-president National association, 
chose as his topic “Why?” Harvey 
Weeks, trust officer Central Hanover 
Bank, New York, discussed trust com- 
pai co-operation. J. S. Maryman, 
\etna Life, Little Rock, spoke on 


“Working the Plan,” and he was fol- 
lowed by Hugh D. Hart, vice-president 
Pe Mutual, who made one of the fea- 
ture addresses on the subject “Man- 
” He predicted that second-rate 
men are doomed in the life insur- 
business. 
n L. Shuff, Union 


t 


Central, Cin- 
, a national figure, gave the clos- 
ddress, which was followed by a 
business session. 


Spurious Agents Swindle Teachers 
ichers in Texas, Kansas and Okla- 
have been victims of fradulent life 
salesmen. The solicitors have 
sented themselves as agents of 
‘exas companies. The notes and cash 
tions which they made from the 
s have not been remitted to the 
mes. Accordingly W. A. Tarver, 
fe insurance commissioner and 
1 of the state board of commis- 
has issued a warning to all 
school superintendents and 





SISTENT production promotes per- 
t prosperity. 
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Joins Pyramid 








Vv. L. THOMPSON 2 


V. L. Thompson, who has just as- 
sumed his new duties as vice-president 
and agency manager of the Pyramid 
Life of Little Rock, Ark., is one of the 


best known agency men in the south- 
west. He resigned as agency vice- 
president of the Home Life of Little 


Rock to take up his new work. 


SCORES JOURNEYMAN AGENT 





Webb Advises Solicitor to Stay With 
One Company and to Develop 
Home Territory 





Permanency of company affiliation 
and permanency of territory were com- 
mended to agents by Walter E. Webb, 
vice-president of the National Life, U. 
S. A., before the Des Moines and Cedar 
Rapids associations. This policy he called 
the “courage of continuity.” 

Many men with capacity to succeed, 
Mr. Webb said, are failures because they 
transfer from one company to another or 
from one territory to another or both. 
They dissipate their own resources and 
their reputation for impermanency 
lowers them in the estimation of their 
superiors. 

Mr. Webb illustrated his advice with 
an analogy. The founder of Duke Uni- 
versity wanted the buildings constructed 
of stone which would give the impres- 
sion of age and would be highly durable. 
Samples of stone were collected from all 
over the country and specimen walls 
erected on the new campus. None of 
these stones from a distance was satis- 
factory and at last they discovered pre- 
cisely the proper material in Hillsboro, 
12 miles from the campus. This stone 
could be delivered for $3 a ton as com- 
pared with $12 for most of the other 
stones. This bluebird moral furnishes a 
lesson, Mr. Webb said, to the agent who 
seeks richer fields away from his home. 

Mr. Webb also advised agents to ad- 
just their methods to the spirit of the 
time. In a day when time is so valuable, 
as witnessed for instance by the radio, 
air communication, extension of long 
distance service, the wise agent con- 
serves the time of his prospect by talk- 
ing business. “There is no room for the 
salesman who doesn’t sell nor for the 
agency organizer who doesn’t organize,” 


Mr. Webb declared. 





Mrs. Caldwell Has Stroke 


Commissioner A. S. Caldwell of Ten- 
nessee has been called to Atlanta by the 
illness of his wife, who had a light 
stroke of paralysis and is at the home of 
Mr. and Mrs. Langdon Quin. Mr. Quin 
is a member of the well known Atlanta 
agency of Hurt & Quin. Mrs. Caldwell 
is reported slightly improved. 
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New York Life Agents’ 
1929 Record 


New insurance paid for...... Sa $953,000,000 
Ratio of term insurance to total only... . .3.07% 


Life and Endowment Policies....... .. 96.93%, 


NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N. Y. 


DARWIN P. KINGSLEY. . . . President 
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1930 Me 


Tue tuberculosis death- 
rate has been cut in half in 
the last twenty years largely 
by better living conditions 
among the working popula- 
tion and the successful treat- 
ment of active cases. Now 
medical science has an even 
more brilliant victory in its 
grasp—the checking of the 
disease in children before it 
develops. | 

Chiidrén who come in fre- 
quent contact with anyone 
who has active tuberculosis 
are in grave danger, though 
they may look the picture of 
health and have none of the 
familiar warning signs— 
underweight, a fa- 
tigue and poor digestion. 


cough, 


A large number of deaths 
from tuberculosis occur be- 
tween the ages of 25 and 45. 
Yet in most of these cases 
the disease began in child- 
hood, though there may have 
been a re-infection at some 
later time. 

Contrary to the old-time be- 
lief, heredity does not plant 
the germs. Close contact 
with the disease in active 
form is usually responsible. 
The disease may lie dormant 
for many years and then 
flare up and become active 
following physical or mental 
strain, too heavy or too pro- 
longed. 


But there is no need to guess 
whether or not a child who 


has been exposed has picked 


METROPOLITAN LIFE INSURANCE COMPANY 


Freperick H. Ecker, Presipent One Mapison Ave., New York, N. Y. 


THE 


Long hours of wundis- 
turbed sleep at night and 
periods of rest during 
the day help to ward off 
tuberculosis in later 
years. 





tropolitan Life Insurance Company 


Modern 
discover 


up the 
science can now 
whether any damage has 
been caused by them. No 
longer are doctors compelled 
to rely merely upon such 
tests as tapping the chest, 
listening to the breathing, 
examining the sputum. They 
can be reasorably sure of 
correct diagnoses by includ- 
ing X-ray and_ tuberculin 
tests. Results from tuber- 
culin tests are especially sig- 
nificant in children. 


germs. 


All children should be kept 
away from people who have 
tuberculosis. They should 
have regular, thorough, 
physical examinations. If 
tuberculosis is discovered, 
modern restorative methods 
should be applied immedi- 
ately. 


Every child, no matter how 
healthy or sturdy, needs 
plenty of sleep, plenty of 
proper food, plenty of sun- 
shine and fresh air. But the 
child who has picked up the 
germs of tuberculosis and is 
beginning to react to them 
needs additional care and 
cientific health-building 
program under wise medical 
direction, 
The Metropolitan Life In- 
surance Company will gladly 
mail, without charge, its 
booklet, “The Care and Pre- 
vention of Tuberculosis,” to 
anyone who requests it. Ask 
for Booklet 4+NUO. 
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Illinois Department Now 
Passing on Colgrove Plan 





HOLD HEARING AS A _ TEST 





Chicagoan’s Unique Sales System Hangs 
on Official Decision as to Public 
Policy 





The Illinois department assumed the 
task of determining whether the Mutual 
Estate Associations plan of C. W. Col- 
grove of Chicago is, as Mr. Colgrove 
says it is, a legitimate sales plan which 
induces persons to buy more standard 
insurance, and therefore is a benefit to 
mankind. 

Of recent months there has been a 
strong undercurrent of gossip in the 
fraternity throughout the country over 
the Colgrove plan, caused by its unusual 
features and by the large amounts of life 
insurance sold under it. 


Challenge Was HKesponsible 


Mr. Colgrove brought down upon him- 
self a citation of the Illinois department 
to appear this week and show cause why 
his plan should not be declared contrary 
te public policy, by a challenge to the 
entire agency force of the Darby A. Day 
agency of the Union Central in Chicago 
in which he will attempt alone to exceed 
the agency’s production in April, May 
and June. He is attached to the agency, 
piaces all of his business in the Union 
Central, and in one month last year did 
beat the entire agency’s sales. 

Two questions are raised by the 
nois department, insurable interest and 
“public policy.” The Colgrove plan 
briefly calls for “clubs” of 100 persons, 
each carrying not than a certain 
amount of standard life insurance pay- 
able to estate. 


Illi- 


less 


Execute Trust Agreement 


Members execute a trust agreement 
and name a trustee and executor, with 
the understanding that if any member 
dies within five years, 25 percent of his 
life insurance under ea club plan shall 
be turned over by his executor to the 
trustee, who shall immediately return it 
to the life company with instructions to 
apply it on subsequent premiums of sur- 
viving members, pro rata according to 
the percentage their premiums bear to 
the whole amount of premiums paid by 
members. After five years the club is 
automatically disbanded and all insur- 
ance applies directly to members’ estates. 

Illinois claims first that the surviving 
members would have no insurable in- 
terest, but Mr. Colgrove insists, and 
many leading life insurance men admit 
this point, that a person, having devised 
his life insurance to his estate, in law 
can devise that estate in any manner he 
wishes without regard to insurable in- 
terest. 

Relishes Test of System 


The matter of 
that rests with the 


“public policy” is one 
decision of the IIli- 


nois department, and perhaps with 
courts. The attorney general has ruled 
the plan’contrary to public policy. Mr. 
Colgrove has secured contracts with 


many agencies throughout the country 
to sell under his plan on a fee basis, has 
been spending a great deal of money in 
nationalizing his plan, and he says he 
will carry the matter to the United 
States Supreme Court, if necessary. 

General opinion of life insurance men 
is that the Colgrove plan is “fool proof” 
legally, so far as the insurable interest 
claim is concerned. 


Goodman With National, U. S. A. 

Roger E. Goodman has been ap- 
pointed agency manager for the National 
Life, U.S.A., in western Tennessee and 
northern Mississippi, with headquarters 
in Memphis. The selection of Mr. Good- 
man, who has made a remarkable record 
with the Union Central Life in that ter- 
ritory, inaugurates a program of inten- 
sive cultivation in that section by the 
National Life. 





Picked for Host 

















WALTER E. WEBB 


Walter E. Webb, vice-president of the 
National Life, U. S. has been selecte: 
chairman of the ‘guneeal aeoniiees 
representing Illinois companies who will 
be hosts to the American Life Conven 
tion in Chicago the week of Sept. 29 
R. W. Stevens, president of the Illinois 
Life, is chairman of the finance com- 
mittee, which is subordinate to the gen- 
eral committee, and James Fairlie, vice- 
president of the Abraham Lincoln Life 
is chairman of the golf committee. Other 
committee appointments will be made 
later. Mr. Webb and his colleagues 
were chosen at a luncheon of the IlIli- 
nois companies held at Chicago. 


Old Line Life, Milwaukee, 


in Twentieth Anniversary 





The Old Line of Milwaukee is remin- 
iscent this month, its 20th anniversary 
President Rupert F. Fry is recalling the 
early days of the company when the 
organization was quartered in a $5 a 
month room and when only a part time 
secretary could be afforded. This is 
contrasted with the present fortune of 
the company which has nearly $100,000,- 
000 of insurance in force and has total 
resources of $13,151,442. It is rated as 
one of the foremost enterprises of Mil- 
waukee. 

Mr. Fry recalled that he was inspired 
to organize a company in his home 
town in Milwaukee in 1907. At that time 
he was superintendent of agents of a 
southern company. He was not success- 
ful at first in interesting business men 
of Milwaukee in the venture so he final- 
ly decided to inaugurate the company 
with his own finances. 

Company Name on Hall Window 

Desk room was rented in the old Mil- 
ler building on the corner of Wisconsin 
and Broadway. The rent was $5 4a 
month. “Because of the occupancy by 
the lessee of the office where I had my 
desk,” Mr. Fry recalled, “it was impos- 
sible to have the name of the company 
placed on any of the windows facing the 
street and it was not deemed advisable 
to have it on the door of the office. It 
was, therefore, placed on one of the hall 
windows on the floor where the desk 
space was located.” 

Later after several 
paigning two or three hundred subs 
ers to the stock were obtained. The 
authorized capital was $1,000,000. 

When a capital and surplus of ap- 
proximately $1,000,000 had been collect- 
ed it was decided to apply for a cnarter 
Over 2,000 subscribers to the stock had 
been secured and on April 16, 1910, the 
company secured its charter. During 
that year less than one-third as muc! 
business was paid for than has since 
been written and examined many times 
by the company in one month. 
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[_ NEWS OF THE COMPANIES 

TAKES OVER UNION NATIONAL | mutual old line company, now depends 


Mountain States Life Acquires Kansas 
City Company—Dale Becomes Vice- 
president and Agency Manager 





William L. Vernon, president of the 
Mountain States Life of Hollywood, 
Cal., has announced the acquisition by 
his company of the Union National Life 
of Kansas City, Mo. The Union Na- 
tional has $3,750,000 insurance in force 





and assets of approximately $300,000, so | 


that with its acquisition the Mountain 
States increases its resources to $2,163,- 

347 and its insurance in force to more 
than $21,000,000. 

Arrangements have been made for 
Chester I. Dale, president of the Union 
National Life, to join the executive staff 
of the Mountain States Life as _ vice- 
president and agency manager, J. M. 
Miller retaining his post as agency sec- 
retary. 

This is the sixth company to be ab- 
sorbed by the Mountain States Life, the 
other five being the Western Casualty 
of Denver, Sierra Nevada Life & Cas- 
ualty of Oakland, Phoenix National Life 
f Arizona, Fidelity Reserve of Nebras- 
ka, and Liberty National Life of Mis- 
souri. The company is now operating 
in 16 states. 


Equitable of New York’s Figures 

The Equitable Life of New York 
states that the March paid first vear 
business amounted to $105,216,369, an 
increase of $21,238,337 over March of 
last vear. The first quarter of this year 
gave an agency production of $282,821,- 
72 as compared with $234,943,252 for 
the corresponding period of last year. 


Chieftain Life, Iowa 


Start of the 
organized at 


recently 
Ia. as a 


Chieftain Life, 
Council Bluffs, 





only on approval of forms and tables by 
the Iowa department. Upon approval a 
$25,000 guarantee surplus will be raised 
and applications for $250,000 insurance 
submitted. J. W. Beardsley is president: 
H. C. Mason, vice-president and actu- 
ary; E. S. Beardsley, secretary; A. L 
Carver. treasurer; Dr. J. P. Coglev 
ical director; Lynn S Albert, counsel, 
and T. E. Davis, superintendent of 
agencies. 

Headquarters are in the Nonpareil 
Court building. The original insurance 
will be reinsured in an established com- 
pany. The mew company will start in 
about 10 days. No stock will be sold as 
it will be operated on a mutual basis. 


med- 


Inter-Southern Life 


Capital increase of the Inter-Southern 


Life, Louisville. one of the companies 
controlled by Caldwell & Co., invest- 
ment bankers of Nashville, Tenn., from 


$1,250,000 to $3,500,000 was ratified by 
the stockholders. Rogers Caldwell of 
Nashville, head of Caldwell & Co., and 
his brother, Meredith Caldwell, were 
present. Cary G. Arnett, president of 
the Inter-Southern, issued a statement 
that par value of the stock, which has 
been $1 a share, would be placed at 
$3.75 a share, giving the company neces- 
sary capital for proposed developments. 

These plans to acquire additional 
life companies, eventually will call for 
a $10,000,000 holding company which 
through a stock exchange plan expects 
to purchase control of five companies 
now controlled by Caldwell & Co. 


Northwestern Mutual Life 


The first three months of 1930 the 
Northwestern Mutual Life reported new 
paid business of $92,935,000. Death 
claims paid were $9,600,000 and divi- 
dends to policyholders $9,500,000. Total 
insurance in force is $3,962,000,000, rep- 
resented by 1,034,910 policies. 





LIFE COMPANY 





CONVENTIONS | 








RELIANCE LIFE CONFERENCE 
Men from the Eastern Part of the 
Country Will Go to Havana, 
Cuba 





\ party of 
hance Life of Pittsburgh from 91 
s in 20 states in the eastern half 
{ the country will leave April 18 for 
Havana, to attend a vacation-convention 
them by the company. 

lhree special trains will carry the ex- 
cursionists to the convention. They will 
originate in Pittsburgh, Philadelphia and 
Birmingham, Ala. The three sections 
will converge in Jacksonville, Fla., 





a Be avana two business meetings will 
rt ld the mornings of April 22 and 23 
banquet April 23. 


Speakers at Meetings 


W. L. Wilhoite of Memphis, superin- 
ten dent of agencies, will be chairman of 
the business sessions and toastmaster at 
the banquet. Speakers at the business 
meetings will include Vice-President E. 
G. McCormack r P ‘ittsburgh, 
3raun of Pittsburgh, 
B aldwin 2 Denver, Col., inspector 

Assistant Secretary 
and Vice-President J. N. 

son of Pittsburgh. 

Banquet speakers will include G. V. 
‘eary of Chicago, leading Reliance Life 
salesman in 1929; Saul Alexandre of 
Pittsburgh, J. H. Rose of Houston, Tex 

Spencer M. Free of Greensburg, Pa., A. 
- Gainey of Jackson, Miss., Vice-Presi- 


ng Manager R. 
W. L. 
agencies; 
Layton 


“te 
‘Agencies Angus Allmond of San Fran- 


isco. 


267 representatives of the | 


April | 


Advertis- | 


James | 


nt McCormack and Superintendent of | 


| C., in 


COLUMBIA LIFE CONVENTION 


Leaders in the Agency Ranks Attended 


the Meeting at the Home 
Office 
The formation of the Sumner M. 


Cross Club was an outstanding teature 
of the Columbia Life’s annual conven- 
tion in Cincinnati, Mr. Cross being presi- 
dent of the company. Every member 
pledged to write more business in 1930 
than he has written in any one year. 
The formation of the club aroused mucn 
enthusiasm and Frank B. Cross, Jr., was 
elected president. 

Dr. Martin Fischer, professor o1 physi- 
ology, University of Cincinnatt meatcal 
college, talked on “Why I Advocate Life 
Insurance.” Other speakers included Dr. 
Charles Weber, vice-president Columbia 
Life; Harry Walter- Hutchins, general 
agent National Life of Vermont; A. R. 
Jaqua, associate editor “Diamond Life 
Bulletins”; Frank Crawford, president 
Cincinnati Life Underwriters’ Associa- 
tion; J. R. Schindel, general counsel 
Columbia Life; L. B. Dierkes, agency 
director New York Life; Richard S. 
Rust, assistant secretary Union Central 
Life; C. F. Laughlin, president C. F. 
Laughlin Mortgage Company; H. S. 
Boynton general agent Toledo, O.; Guy 
Howard, general agent at Coshocton, O., 
and Otto Hornick, general agent at 
Xenia, O. 


The convention for the western divi- 
sion salesmen and their guests will be 
held in Victoria, Vancouver Island, B. 
June. 
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New Home Office Building 


ABSTRACTS FROM FINANCIAL STATEMENT 
FOR YEAR ENDING DECEMBER 31, 1929 


nce eeannmawene $ 13,225,617.98 
cc ceatekseusene 12,145,923.98 
Capital ($400,060), Surplus and Con- 

tingency Funds ............... 1,079,694.00 





INSURANCE IN FORCE.......... $102,908,006.00 


a, Se 
We Offer 


— Policies all ages, 1 day to 70 years. 

— Both Participating and Non-Participating. 

— Non-Medical—Sub-standard. 

— Disability, Dismemberment and Surgical Benefits. 
— Special Monthly Premium Payment Plan. 

— Double Indemnity. 

— Children’s Policies with Beneficiary Insurance, 
— Sales Planning and Circularizing Department. 


— Producers’ Club. 


Available territory in seventeen 
~{| states West of the Mississippi Be 
River and in Illinois and Florida. 


WRITE DIRECT TO HOME OFFICE 


Fe) 


Central States Life 
Insurance Company 


James A. McVoy, President 


HOME OFFICE: SAINT LOUIS 
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The Master Endowment 
at age 63 


—a policy that will be your big seller 
—a policy fitting today’s demands 
—a policy of flexibility 


—a policy with all advantages of an endowment, 
straight life and limited payment life but none 
of the disadvantages. 


The Master Endowment overcomes an endow- 
ment’s ordinary objection by providing life insur- 
ance at a straight life rate should death occur. 
The Master Endowment overcomes the draw- 
back of a limited payment life by providing a 
paid-up contract of definite sum at a certain time 
if the insured desires. 


The Master Endowment offers an insured three 
options of settlement at maturity 


Our agents are making new production records 
with The Master Endowment in the sixteen states 
in which we operate. 


a 


Men of 28-45 experienced in life underwriting and man- 
aging men are wanted as general agents in 


Idaho Michigan Oklahoma Utah 

Illinois Missouri Oregon Washington 
Iowa Nebraska Pennsylvania West Virginia 
Kansas Ohio South Dakota Wyoming 


Write regarding the interesting contract we can offer you. 


THE BANKERS LIFE 
INSURANCE COMPANY 
of Nebraska 


Home Office: Lincoln, Nebraska 























Urge General Campaign for 
Institutional Advertising 


(CONTINUED FROM PAGE 1) 

a large way through the use of such or- 
ganized effort. Miss Peterson deciared 
that the advertising managers should 
really take upon themselves the respon- 
sibility for getting the next 100 billion 
of life insurance that is to be put on the 
books, and that an institutional adver- 
tising campaign can get it in a much 
shorter time than will be taken if no 
such campaign is inaugurated. 


Rawlings on Conservation 


W. L. Rawlings, Columbian Mutual, 
told of the conservation plans followed 
by his company. He said that an analy- 
sis of the business done by all agents is 
made for the purpose of determining 
whether the agent is selling his business 
efficiently. For instance, if an agent 
sells an ordinary life policy where an 
endowment would have been the best, 
this fact is determined in the study of 
the case that is made by Mr. Rawlings’ 
department. The standing of agents is 
thus determined on a point system. 
Wherever an agent seems to have made 
a mistake in the writing of a piece of 
business he receives a letter pointing out 
to him what he might better have done. 
This close study of the business done 
by each agent has reduced the Colum- 
bian Mutual’s lapse ratio 13 percent. 


Gamble’s Sales Letters 


Seneca M. Gamble, Southern States 
Life, described the sales letters furnished 
to general agents and showed samples 
of the personalized selling letters used 
by Southern States Life men. Through 
his department the agents are able to 
obtain almost any kind of letter service 
desired. 

Lorry A. Jacobs, Southland Life, pre- 
sided at the afternoon session on Mon- 
day, at which the first speaker was Bart 
Leiper of the Pilot Life. Mr. Leiper 
vigorously advocated a cooperative ad- 
vertising campaign, stressing especially 
the fact that such a plan is free from 
prejudices or individual appeal. It sells 
the idea of life insurance rather than the 
thought that a policy should be pur- 
chased with any individual company. 
What is necessary, Mr. Leiper said, is 
that sales resistance be broken down as 
much as possible and this can be ac- 
complished best only where no particu- 
lar company is furthering its cause. 

Raleigh Crumbliss discussed southern 
problems in advertising and was fol- 
lowed by Robert G. Richards of the At- 
lantic Life, who advocated advertising 
agency commissions for trade journal 
advertising. Hal Thurber of the Tracy- 
Locke Dawson Agency of Dallas, Tex., 
followed Mr, Richards with a discussion 
of what the advertising agency can do 
for the advertising department of a life 
company. 

Smith on Name Selling 


C. S. Smith of the National Life & 
Accident spoke on “Selling a Name.” 
He showed various samples of the ad- 
vertising done by his company, consist- 
ing of street car posters, calendars, a 
weekly house organ, etc. Mr. Smith has 
concentrated almost entirely upon popu- 
larizing and publicising the name and 
trade mark of his company. 

Charles C. Fleming, Life Insuarnce 
Company of Virginia, discussed house 
organs and the use his company makes 
of them. Altogether Mr. Fleming is- 
sues four agency publications and they 
are especially attractive examples of the 
printer’s art. In the course of his talk, 
Mr. Fleming exhibited a really astonish- 
ing knowledge of type and type faces 
and his comment upon typographical ar- 
rangements was listened to with the 
closest interest. 

R. Henry Lake, manager of the Equit- 
able Life of New York at Memphis, told 
“What Agents Want From Insurance 
Advertising Men.” Mr. Lake was another 
who advocated a national institutional 


campaign and explained the many ad- 
vantages of such a movement. 

With such a strong sentiment in fa- 
vor of cooperative advertising on the 




















HERMAN KRAMER 


The unusual record of 40 years i 
life insurance, of approximately 39 years 
as a producer of $1,000,000 or more paid 
for business a year, as producer of about 
$75,000,000 of business, and of $4,465,- 
000 paid business last year alone, has 
won for Herman Kramer, member oi 
the Penn Mutual’s general agency in 
Chicago, a special dinner in his honor 
to be held April 22. 

Alexander E. Patterson, general agent 


will be host, and the entire staff and 
many of the field force will pay their 
respects. Mr. Kramer is running at the 


top of his form. In the last four years 
he has paid for $16,440,000. His annual 
production is exceeded by only a hand 
ful of great producers in this country, 
and it is doubtful if any individual has 
exceeded his record of 40 years. 

Mr. Kramer started in the actuarial 
department of the Mutual Life of New 
York. Three years later, in 1890, he 
went into the field for the first time and 
tried his hand at selling. It was an omen 
that his first case should have been for 
$25,000 on the 10-year endowment plan 
a very large application for those days 
and still considered substantial. He 
jumped into large production immedi- 
ately, paying for $1,265,000 in 1891. His 
greatest year was 1927, when he paid 
for $6,465,000. 








part of life companies it was only na- 
tural that those present should have lis- 
tened as they did with the greatest 
terest to Warren W. Ellis, assistant to 
the general manager of the National 
Board of Fire Underwriters, who told 
about “The National Board of Fire (n- 
derwriters’ Cooperative Campaign.” He 
explained that this movement had bee 
instituted in five states in 1928 and ex- 
tended to 12 additional states last year 
He said that in all probability it would 
be covering the entire country withi 
the near future. It consists of two col 
umn newspaper advertisements setting 
forth the case of stock fire insurance. It 
is designed to educate the public and te 
create a more favorable attitude towar 
he fire insurance business. Mr. Fllis 
said that already definite results are ob- 
servable. 

Mr. Ellis explained that in whatever 
states the campaign is launched a con- 
certed effort is made to interest the lo 
cal agents and to get them to insert ad- 
vertising in the same issue in which the 
National Board’s copy is used. [he 
agents are offered advertising in the 
form of mats or cuts furnished by the 
National Board without cost, and Mr 
Ellis stated that in 55 percent of the 
towns where the National Board’s cop) 
was inserted the agents cooperated by 
using their own advertising. 


Irving H. Metzger, Chicago life in- 
surance man of 15 years’ experience 15 
the new “ag el for the Security Mutual 
there. He has just returned from the 
home office at Binghamton, N. Y., where 
he conferred on development plans. Mr 
Metzger has been an insurance broker 


in Chicago for 7 or 8 years. 
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GAINS IN NEW YORK 

The remarkable development of busi- 
ness in New York City during the past 
cars is nowhere more clearly shown 
1 in the monthly report of the Pru- 
al for last week, bringing the fig- 
on business up to the week ending 
In this report five Manhattan 
included in the ten leaders 

Only a few years ago there 








ures 
March 17. 
offices are 
for the year. 
was but one ordinary office in the city 


and now the five Manhattan agencies 
have entered the field and all stepped 
into the rank of leaders. In fact, four 

i them are the first four company lead- 
ers and the fifth, only finishing its first 
year of operations this month, is in 
eighth place. The P. R. Garrison agency, 
formerly the Foehl agency, is the leader, 
the second being the uptown agency of 
Andrew Kakoyannis, which only com- 
pleted its second year this January. In 
| place was the Johnson & Higgins 
. under the management of Gerald 
A. Eubank, also only two years old and 
placing only part of its business, which 
is on brokerage, with the Pruden- 
tial. Stewart, Henckin & Will, another 

ntown general insurance office with 
a liie department, is fourth, and J. A. 
McNulty, the one-year-old uptown office, 
is eighth. 

This metropolitan growth on the part 
of the Prudential parallels that of many 
other companies, the new paid business 
hout the city showing this rate of 


throug 

increase. It is apparently not a replace- 
ment of old offices by new, but an addi- 
tion and enlargement of all, with a 
greatly increased aggregate business. 


ee 8 

PENSION BILL SIGNED 
Assurance that further action may be 
expected next year in New York on the 
matter of old age pensions was to be 


found in the comment of Governor 


AS SEEN FROM NEW YORK 


By C. C. NASH, Jr. 
_— (Nash of the National), 














Roosevelt when he signed the Mastick 
bills, the new measures just enacted by 
the New York legislature to provide 
small pensions for those over 70. In 
signing the two bills, the governor said: 
“The law which I signed today does not 
by any means meet with the whole of 
what I believe should become a definite 
state program. This law is essentially 
merely an extension and improvement of 
the old poor law, for the principal part 
of its administration is left in the hands 
of local officials and the supervision by 
state authorities is far from strong. I 
sincerely hope that the state will next 
year improve this law and make it real 
old age security legislation.” 

It is also expected that the enactment 
of even this law by New York, which 
will cost the state $12,000,000 annually, 
will result in action by many other states 
to effect some form of old age security. 
As indicated by President Ecker of the 
Metropolitan in his speech before the 
Life Presidents Association in Decem- 
ber, this is the most important general 
problem now before the life insurance 
business and an answer will be required 
in the very near future. 

ee. 
KEFFER RETURNS 

R. H. Keffer, New York general agent 
for the Aetna Life, returned to his office 
this week after a long absence. He spent 
February in Palm Beach and from there 
went to the company convention at 
French Lick, from which he returned 
Tuesday to take command of his office 
which has, however, been maintaining its 
1929 record pace during his absence. 

EUBANK BACK HOME 
A. Eubank, manager of the life in- 
surance department of Johnson & Hig- 
gins, has returned to his office in New 
York after a six weeks’ tour of the west, 





during which he visited all of the west- 
ern branch offices of the organization. 
In his first week in New York, Mr. Eu- 
Lemp saw a huge flow of business cross 
his desk, assuring him that his office has 
not yet encountered a check, -but is 
going at a pace well ahead of last year 
and sufficient to put it well up among 


the country’s leading general agencies. 
Sg ok 


ROGGE W RITING MILLIONS 


P. Rogge, the star producer of the 
Keffer agency of the Aetna Life in New 
York and one of the outstanding million 
dollar writers of the country, is continu- 
ing to achieve laurels despite the near 
catastrophe among the particular clien- 
tele which he cultivates. Mr. Rogge 
works chiefly among the financial men. 
Many of his largest policyholders are 
members of the New York Stock Ex- 
change, their membership in the ex- 
change in many cases being the basis of 
the insurance he has written. Thus it 
might have been expected that he would 
encounter a slump in the first quarter, 
but the latest reports indicate that busi- 
ness is better than ever. In March, after 
spending February in Palm Beach, Mr. 
Rogge returned to his office, went 
through his prospect list, started his 
usual intensive campaigning and by the 
end of the month had amassed a total 
paid business of over $1,700,000. To 
make this record more emphatic, $1,000,- 
000 of the total, on seven lives in one 
office, was written in one day. This 
March total, added to the January total, 
puts Mr. Rogge to the fore among the 
huge producers of the country for this 
year. 


* * * 
MeNULTY AGENCY GROWS 
J. A. McNulty, uptown New York 


ordinary general agent for the Pruden- 
tial, this week ends his first year as head 
of that office, which he opened last April 
in the Times Square district, and closes 
the books on the fiscal year with an or- 
ganization writing at nearly a $2,000,000 
monthly pace. Starting from scratch, he 
paid for nearly $8,000,000 in his first 





year and is now going at a pace of $20,- 
600,000 to $25,000,000 per year. He has 
an organization of 18 tull-time men and 
a large brokerage department, recent ex- 
pansion of which requires moving into 
much larger space in the same building 
next week. The office submitted $1,867,- 
500 in applications in March and is ex- 
pecting an even larger April. 

To better handle the growing details 
of the office, Mr. McNulty has appointed 
a staff of assistants, with George W. 
Soyling, formerly with the downtown 
office of the Prudential, as first assistant 
manager, and the following additional 
assistant managers: James A. Walsh, 
formerly with the Berkshire; E. V. Eich- 
engreen, formerly with the Penn Mutual; 
George McCampbell, formerly at the 
home office of the Prudential. These 
men will assist in directing the agency 
classes for new men and directing the 
prospecting system Mr. McNulty has in- 
stalled, and the regular agency routine. 

* * 


REPORTS MORTALITY INCREASE 
interest has been evi- 
denced in the report of the Milbank 
Memorial Fund issued last week, in 
which it was stated that for the eight- 
year period from 1921 to 1927 there 
was a material loss in the life expecta- 


Widespread 


tion of adults, death rates increasing 
sharply during that decade and appar- 
ently being on the upgrade for all in 


the older age groups. The report stated 
that eight causes kill 65 to 85 percent 
of all persons who live to be 35 years 
old, these being: tuberculosis, heart 
diseases, cancer, diabetes, cerebral 
hemorrhage and apoplexy, pneumonia, 
nephritis and accidents. In all except 
diabetes, the death rate of men exceeded 
that of women. It is also reported that 
the increasing death rates have grown to 
the disadvantage of men, the change at 
every age being more favorable for wo- 
men than men. The extent of the up- 
swing in mortality is shown by the re- 
port on the group of 35 to 44 years of 
age, in which the death rate for men in 
creased 12:5 percent in the 10 years. 








50th Anniversary Campaign 
Breaks Records at Start 


Right at the start of its 50th ANNIVERSARY 
the Minnesota Mutual made a record that will be 
equalled by few business institutions in the country 
—January and February production was 250% of 


the same period in 1929. 


Results are directly attributed to the esprit de 
corps of the Minnesota Mutual Field Force—and to 
a plan of selection, supervision and training of men 
which in 8 years has increased the average produc- 
tion of fulltime men 40%. 


There are openings for men of character to 
build successfully under our liberal contract and ad- 
ditional conservation and development allowance. 


THE 
MINNESOTA MUTUAL 


LIFE 


INSURANCE COMPANY 


St. Paul Minn 





























12 


Some Important Aspects 
of Life Underwriting Told 
(CONTINUED FROM PAGE 3) 


feel their companies have acted unwisely 
and at serious prejudice to their inter- 


ests and those of their client. 
Data May Be Different 
‘The data on which the decision is 
based may be entirely different in the 


case of the different companies. 

“a. The applicant's answers often vary 
considerably, sometimes are absolutely 
contradictory, especially in a borderline 
case where with each unfavorable action 
he becomes more guarded. 

The examiner's reports are subject 
all the well-known’ variations of 
medial opinion. Not infrequently in a 
certain case three or more well qualified 
physicians may have directly contradic- 
tory opinions both as to actual findings 
as well as to their interpretation. Medi- 
cine is not an exact science, and will 
not be in our generation. 


to 


Applicant's Condition May Vary 


- The Soonen of the applicant may 








THE Ni \TION: AL 


apt to be a discrepancy between a com- 
pany which does a substandard business 
and one that does not. The latter is 
restricted to either accepting standard or 
declining, and obviously, some of these 
accepted cases and a larger proportion 
of the declined cases would be offered 
a rated policy by the company equipped 
for this service. 

“When we appreciate these varying 
factors in selection we are surprised, not 
at an occasional marked variation in an 
individual but that action is as 
uniform in majority of cases as it 


1s. 


case, 
the 


Changing Mortality Rate 


“A very important and interesting life 
underwriting factor is the changing mor- 
tality and morbidity rates from certain 
important diseases. It is well known 
that communicable diseases are marked- 
lv on the decline, some almost eliminat- 
ed, i. e., small-pox, vellow fever, typhoid, 
etc., and especially summer diarrhea of 
infants. This decline in communicable 
diseases and improved economic condi- 
tions have added 18 years to the normal 
life expectancy during the past half cen- 
tury. Unfortunately, nearly all of this 
a in expectancy is prior to 





UNDE RW RITER 








ing more common each year, especially 
in applicants who can afford the larger 
policies, and at an earlier and earlier 
age. The type of men who 50 or more 
years ago died of apoplexy and heart 
failure at 75, 80, or 85, are now dropping 
off suddenly or becoming impaired at 
15, 55, and 65. 

“A better understanding and apprecia- 
tion of these and other mortality trends 
can be most effectively used as legitimate 
sales arguments in preventing procras- 
tination on the part of a prospect. Every 
year over 35 is bringing him within 
the danger period of hfe when an ex- 
amination may reveal some of the signs 
or symptoms which indicate the fatal 
processes are more or less advanced. It 
is a real danger to which no man with 
dependents or debts can afford to ex- 
pose himself without adequate financial 
protection. Mortality and morbidity 
trends make a vefy interesting subject 
in which many people today are taking 
a lively interest. You are in the busi- 
ness which has practically a monopoly 
on this data. It can be both an inter- 
esting opening presentation as well as 
a most effective closing argument.’ 








Luxuries Now Greatest 
Competitor, Loomis Says 








LOUIS, April 17.—Luxuries now 


ge ‘90 percent of life insurance’s 


petition, James Lee Loomis, pres t 
of the Connecticut Mutual Life, declared 
while in St. Louis to visit the l 
branch office. 

The lure of installment buying 
luxuries that give momentary happiness 
has increased considerably due t e 


activities of high pressure salesmanship 


tactics used by the companies selling 
them and probably will increase th 
alarming rapidity, Mr. Loomis said, 


This is nothing more nor less than a 
sacrifice of the future for the present, he 
added. However, he pointed out lif: 
surance has been able to hold its own 
and there is now a decided tend 
toward saving, especially in the east 


THOMPSON SUCCEEDS DIXON 


Becomes Arkansas Manager of Mutual 
Life of New York—Predecessor 
Moves to Denver 


var ~ Oo ) ) ) ‘ fan ° 
a Sear atom, fenen rapt | a86 38 and most of tin fact prior |G, Scott Is Optimiati ona 
’o years of age. At ages past 35 there : wi Wi gts : 

nolan or saan ‘murmer ‘may i present | j; no evidence of increased longevity Huge increases in new life insurance Joseph T. Thompson is appoint 5 
at one examination and absent at an- and after 45 there is definite evidence | bought by the public last month and the | manager for the Mutual Life of New 
other within a short interval. This may | 65 a marked and steadily increasing loss. first quarter of this year indicate better | York at Little Rock, Ark., to succeed 
be due to the ordinary variations of the | Tpi. aon te Chen largely to the increase | business conditions generally and grow- | George D. Dixon, who has resigne: 
disease or may be due to treatment— |! j, diseases of heart arteries, and kid-| ing optimism, according to H. G. Scott, | move to Colorado. Mr. Thompson 
insulin for example, in order to pass the| neys. They occur oe vour choicest and | Senior vice-president of the Reliance | have jurisdiction over all Arkansas ex 
Insurance examination, largest cases, especially, and as they are Life. Mr. Scott, who has just returned | cept five counties, with office in Litth 

“d. The inspection reports may vary, | chronic usually showing signs and from a business trip through the south, | Rock. He goes from Louisiana, whiere 
both as to facts discovered and from symptoms for ten or more vears before | Said he found evidence of better condi- | he has been district manager for 
the personal opinion, prejudice, or par-| death occurs, it obviously makes a very | tions and optimism among business men ; company. He was in banking and me 
tiality of the inspector. large number of otherwise excellent | in the building programs and other im- | cantile work in Mississippi, then 

Heme Office Action Varies prospects who have albuminuria, high | provements now started or under con- | with the New Orleans office of the 
blood pressure, impaired hearts, sugar | tract. He said he found the general | tual Life as agent. 

“Home office action between different | in the urine, etc. public more insurance minded than ever Mr. Dixon | will not leave the com- 
companies, even on the same data, shows SS and eager to turn to life insurance as a | pany, but will associate himself w 
a wide variation, although marked im- safe investment as well as for protec- | Manager O. C. Watson at Denver 
provement has been evidenced during “There are probably 2,500,000 pros- tion. The fact that the people are able | his new home. He has been with the 
the past decade since the more extended | pects so impaired in this country today. | to buy and pay for additional insurance | company since 1920, and Little Rock 
adoption of the numerical method of | To the underwriter this is a most serious | policies indicates better conditions gen- | manager since 1922. He spent 12 years 
rating. On borderline cases there is very | fact, as these impairments are becom-! erally, he said. in the army. 
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Refutes Claim 
Twisters Make 


(CONTINUED FROM PAGE 1) 


reduced amount, or upon a lower priced 


plan 
“The arguments advanced for the sub- 
stitution of new insurance are usually 


preceded by some fallacious statement 
such as, ‘If you die the insurance com- 
yany will keep the accumulated policy 
savings and pay to your beneficiary the 
face value of the policy only.’ To the 
unwary this reasoning seems so plaus- 
hat many are being deceived there- 
and discover their mistake only after 
it is too late to remedy the situation. 
“The fallacy of the twister’s argument 
; two-fold: First, in a wilful misstate- 
ment as to the purpose and disposition 
of the policy reserves. Second, in an 
artful avoidance of any reference to the 
greater cost of new insurance due to the 
advance in age. Only a better under- 
standing of the necessity of maintaining 
n adequate policy reserve, to offset the 
nevitable heavier mortality of later 
vears, will protect the insuring public 
against the designs of the ignorant or 
inscrupulous twister. 





Explains Actuarial Theory 


[To meet the constantly mounting 
mortality cost with the advance in age, 
life insurance must either charge a con- 
stantly increasing annual premium, or 
find a way to anticipate the ultimate 
higher cost at the older ages. The first 
of the two alternatives is known as the 
‘natural or step-rate premium.’ This is 
one vear term insurance renewable annu- 
ally at higher rates corresponding to the 
increasing mortality. 

“The natural premium in event of a 
relatively early death provides the lowest 
priced protection possible. On the other 
hand, the ultimate cost becomes pro- 
hibitive to all who survive to or beyond 
the average of life expectancy. At age 
75 the rate would be more than ten 
times, and at age 85 more than 25 times 
the original premium. 


Level Premium Method 


“The other alternative is to calculate 
an annual uniform or ‘level premium’ 





rate. The problem of the actuary is to 
calculate an equivalent for the single 
premium which will distribute the re- 


quired deposits either for a limited num- 
ber of years, or during the whole life- 
time of the insured. The following table 
gives the corresponding ‘net annual level 
premiums’ required, on a 3 percent basis, 
per each one thousand dollars of insur- 


ance, on three popular plans: 

Age at Whole 0-Pay 20-Yr 
Is Life Life End 
$21.08 $29.85 $41.97 

9.67 37.35 $4.90 
$5.54 50.66 53.93 
‘ 76.11 


“The average expectancy at ages 35 
1 55, counting the fractional year, is 
18 vears respectively. The esti- 
total net premium income, there- 
c n a large group of whole life 
per thousand dollars of insur- 
would be as follows: At age 35, 
32 or $674.56; at age $45.54 
18 or $819.72. The difference between 
net premiums received and the guar- 
| face value of the policy claims 
¢ realized from interest accumu- 
The average difference for the 
up named being $325.44 ($1,000 
64.56) and $180.28 ($1,000—$819.72) 
respectively, 


$21.08 ~- 
oO, 


Compound Interest Factor 

€ important factor of compound 
feasible and possible the 
the level net premiums 


st makes 
ency 
] 


of 
argeec 

will be 
group insuring 


noted that the younger 
at age 35 enjoys a two- 
advantage over the older group, re- 
y on the average 14 years longer 
tection, at an average saving of more 
; 20 percent in total net premium 
Ceposits. This seeming paradox is, of 
rse, due to the constantly accelerat- 

ng increase in mortality. 
4 his same fundamental cause which 
s advisable the establishment of an 


LIFE 





Candidate | 














CHARLES W. GOLD 


Charles W. Gold of Greensboro, N. C., 
vice-president of the Jefferson Standard 
Life, who is also president of the Ameri- 
can Life Convent:on and is one of the 
best known insurance executives in the 
country, is a double decked candidate 
for a directorship in the United States 
Chamber of Commerce. He is a candi- 
date for the position of insurance direc- 
tor and is also a candidate for the gen- 
eral directorship of his district. 


insurance estate as early in life as pos- 
sible, also makes it advisable for the 
average insurer to maintain his existing 
insurance intact, rather than to surrender 
f sub- 


it for its current cash value, and 
stitute new insurance at an older at- 
tained age. 
Cites Another Example 
“In support of this statement, take 


the case of one of the first group who in- 
sured at age 35, and has now attained 
age 55. He has made 20 annual deposits 
on which the net premiums aggregated 
$421.60 ($21.08X20). The guaranteed 
cash value of his policy is now $327.58, 
which if withdrawn and invested at 5 
percent would yield $16.38 per annum. 
“If still insurable, he may secure a 
new policy for the same amount and 
plan, which will at age 55 require annual 
net premiums of $45.54. If the $16.38 
estimated interest income is used as part 
payment, the balance amounting to 
$29.16 is still $8.08 in excess of the net 
premium of $21.08 on the original policy 
issued at age 35. 


Expeses “Net Cover” Claim 


“Or 


suppose that new insurance is 
taken for the difference, or net amount 
at risk; namely, $672.42 ($1,000— 
$327.58), the proportionate net premium 
on the reduced amount would be $3.062. 
Assuming that the value of the 
original policy has not been spent, but 
safely and permanently invested 5 


cash 


at ov 
percent, the income from the investment 
would not only be offset by an excess of 
$9.54 in net premiums ($30.62—$21.08), 
but by smaller dividends and lesser bene- 
fits and guaranteed values under the new 
policy.” 


Chauncey Miller Chairman 


Chauncey S. S. Miller of New York 
publicity director of the North British 
& Mercantile, will again serve as gen- 


f the annual 


Advertising 


eral program chairman for 
meeting of the Insurance 
Conference in Milwaukee, Sept. 28-Oct. 
1. The fire and casualty groups will 
meet in joint session. The life group 
will have a separate session. Mr. Miller 
is a past master in getting up pro- 
grams and his appointment this year 
makes an interesting schedule of events 
at Milwaukee a foregone conclusion. 
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Spring Drive Begun 


its spring drive. 


Darby A. Day, Mer. 
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The Union Central Life is now 
ready to aggressively open 


New men wanted. 


Good producers who are think- 
ing of a change should see us. 


Good contracts 
Low net cost 
Fine policies 


For further information see or write 


Darby A. Day Agency 


B. C. Howes, Assoc. Mgr. 


The Union Central Life Insurance Co. 
23rd Floor, Bankers Bidg. State 5200 


CHICAGO, ILLINOIS 








United Life Building 





Large enough to merit its national prestige and 
to effect national economies of operation. 


Small enough so that the individual agent and 
the individual case are never lost sight of. 


Old enough to be rich in its depositories of 
experience and to be guided by the past. 


Young enough to be fully abreast of the times 
in providing ultra-modern insurance protection. 


Life and Accident Insurance United in ONE 
Policy Furnishing Complete Coverage. 


UNITED LIFE 


Address Inquiries to: Eugene E. Reed, Vice President 


IN STEP WITH THE NEW DECADE 





AND ACCIDENT 
INSURANCE COMPANY 


Concord, New Hampshire 
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Tribute to a Great Leader 


WILLIAM ALEXANDER of the EQUITABLE 
Lire of New York, while en route for Eu- 


ina letter to Second Vice-President 


rope, 
BorDEN made some. significant comments 
on the late Henry B, Ilype, who was the 
president of the EQuirasLe in its early 
days and was a man largely instrumental 
in its wonderful pioneer development. 


associated with 
Ilype’s adminis- 
this great 


He said 


Secretary ALEXANDER was 
the company 
tration. His 
leader will be interesting to all. 
in that connection: 

“Henry Lb. Hype was the most success- 
ful man of in the life insurance 
field. But would have been 
failure if it had not been based on careful 
thought. I never knew a man who was so 
careful and exhaustive in thinking out his 


during Mr. 


comments on 


his day 


his success 


Ile was swift in action be- 
preparation. I have 


plans as he. 


cause deliberate in 
often said that he would have been one of 
the he had 
flourished in a military instead of an in- 


lield. 


world’s greatest generals if 


surance Your book suggests an ar- 


ticle comparing him to Napoleon. I have 
always assumed that Napoleon was a gen- 
ius; that his successes were due to bril- 
liant intuitions. If not, he must have 
thought with great swiftness. 

“Hlype had genius and doubtless knew 
it. But he expressed contempt for it, 
knowing that to appeal to an agent’s genius 
To them his preaching 
He told them 


would be futile. 
was limited to two themes. 
that their failures resulted from lack of 
thought and absence of hard work. He 
took the same medicine. At the head of an 
army he would have obtained a detailed 
picture (map) of the whole field of oper- 
ations, the size, character and position of 
the enemy, the characteristics of the op- 
posing commander. 

“He would have thought out all pos- 
sible movements of the enemy, all possible 
movements of his forces. Then he would 
have adopted the most unlikely plan to 
take the enemy by surprise and then he 
would have advanced—like SToNEWALL 
Jackson—with unbelievable swiftness.” 


Place for Monthly Payment Plan 


THe Eovurraste Lire of New York 
states that over 1,000 applications totaling 
$8,286,755 received during the first 
three months the monthly premium 
plan. Each of these policies was for $10,- 
000 or over. 
July, 


were 
on 


Since this plan was intro- 


duced in 1929, a total of $21,867,616 


has been applied for. This would indicate 
that there is a place in the sun for the 
monthly premium policy, especially when 
assureds understand the mechanics of ad- 
justing their budget to include life insur- 
ance premiums. That is what this plan 
contemplates. : otaa 


Attracts Men of Caliber 


It is pretty nearly the acid test of a 


into insurance 


and 


man when he life 
work 
makes success of it. 
compliment to the business when men of 
quality enter life insurance. 
‘Tad’) Wireman, for several 
head football coach at the Uni- 
versity of Michigan, succeeding Coach 
“Hurry Up” Yost, who has now gone 
as line coach to the University of 
Minnesota, is noted for his strategy and 
intellectual grasp of the fine points of 
the game. He earned his degree in a 
little over three years and was elected 
to Phi Beta Kappa. He was awarded 
the conference medal for the greatest 


goes 
previous experience 


It is also a great 


without 


a certain 
ye = = 


years 


in scholarship and athletics 
and was the “M” man making the high- 
est scholastic record. His chief business 
henceforth will be life insurance, as dis- 
trict manager of the State Mutual at 
Grand Rapids. 

When a man of intellectual quality, 
combined with the athletic ability of a 
leading football player, enters upon his 
life work by becoming a life insurance 
salesman it is an encouragement to 
others who have likewise taken up the 
work. There are hundreds of cases 
every year of men with equally as good 
equipment as Mr. WIEMAN who have 
felt life insurance offers them the best op- 
portunity for money making and service. 


proficiency 





PERSONAL SIDE OF BUSINESS 














Mrs. William F. Winterble, wite of 
the agency manager for Bankers Life 
in the Madison, Wis., district has re- 
ceived a bequest of $500,000 in the estate 
of her uncle, the late A. H. Krouskop, 
lumber magnate of Richland Center, 
Wis. 

_S. W. (Dad) Russell of Sioux Falls, 

D., who is just completing his 25th 
consecutive year with the Mutual Life 
of New York, is furnishing the title for 
Russell month, being conducted by Loyd 
B. Gettys, manager of the Sioux City, 
Ia., branch, which includes the South 
Dakota field. Manager Gettys has sug- 
gested to his agents that if they write 
$750,000 in applications for April he will 
give Mr. and Mrs. Russell a trip to the 
Black Hills this summer with all ex- 
penses paid. “Dad’s” first connection 
with the Mutual Life was in the Black 
Hills, his home being at Deadwood for 
many years. He was district manager 
for the Black Hills region until 1918, 
when he went to Hawaii to represent 
the company for a year. Later he was 
in the St. Louis agency and in 1921 re- 
turned to Sioux Falls, where he has 
regained his health after a ‘hard struggle. 
For nine years he has been statistician 
and agency instructor for that district. 


W. G. Tallman, president, and Virgil 
E. Nutt, vice-president in charge of 
claims of the Great Western of Des 
Moines, have started on a tour of west- 
ern agencies. 

J. A. O. Preus, former governor and 
former insurance commissioner’ of 
Minnesota, who is now a partner in the 
W. A. Alexander & Co. agency in Chi- 
cago, is a director of the new Chicago 
Bank of Commerce that opened its doors 
at the corner of Dearborn and Madison 
streets, Saturday. 

Sidney S. Eckstone, state manager for 
the Girard Life at Chicago, a great many 
years ago was a pitcher on a Greenville, 
Miss., baseball team, and a good one. 
The “Democrat Times” of Greenville 
reprints an old item which explains why 


he was hero of his home town. It ap- 
pears that Mr. Eckstone traveled to 
Cairo, Ill, where he pitched the final 
game of the season for Greenville in 
the K. I. T. league, against a Baton 
Rouge club known as the “Cajans,” 
holding that team to no hits and no 


runs. 

Robert F. Shedden, manager of the 
Atlanta agency of the Mutual Life of 
New York for many vears, is dead from 
a heart attack. Mr. Shedden became a 
partner in the general agency firm in 
Atlanta in the ’90s. Before that he had 
been private secretary to one of the 
officers of the Mutual Life. Later he 
became sole general agent and when the 
company placed agencies under salaried 
managers, he became the first manager 
of the Atlanta agency. He retired in 
1928, 

C. F. Williams, vice-president Western 
& Southern Life, will address the In- 
surance Federation at Pittsburgh May 
6 on “Industrial Man’s Contribution to 
the First Hundred Billion.” 


Arthur B. Wood, vice-president and 
chief actuary of the Sun Life of Canada, 
spent two days of last week visiting 
Ernest W. Owen, manager of the Sun’s 
Detroit branch. 

William N. Stebbins, who continuous- 
ly for 61 years has served the Manhat- 
tan Life, was honored by the directors 
on attaining his 80th birthday. Presi- 
dent Thomas E. Lovejoy presented Mr. 
Stebbins a handsome silver loving cup. 
When he was 19, Mr. Stebbins went 
to work for the Manhattan, and in his 
61 vears has worked in every depart- 





ment, finally being appointed superin- 
tendent of claims. He is remarkably 
healthy and is at his desk every day. 
Mr. Stebbins and the Manhattan reach 
four score in the same year. The com. 
pany will celebrate its 80th anniversary 
in August. 

In 1904 and 1905 C. O. Shepherd ani 
Fred Klicka were the star battery 0; 
the Fifth United Presbyterian teay 
champion of the United Presbyteris 
Baseball League of Chicago. Today Mr 
Shepherd is second vice-president and 
actuary of the Sissons State Life, St. 
Louis, and his old catcher is a special 
agent in the Los Angeles branch of that 
company. 

Elmer B. Stephenson, president of the 
Security Mutual Life of Nebraska, has 
returned from a European tour, the 
greater part of the time being spent in 
Spain, where he went for recreation. Mr. 
Stephenson reports gradually improving 
business conditions in European coun- 
tries. and a much better morale among 
business interests. He found Spain to 
be interesting but backward in a com- 
mercial sense, with large percentages of 
the population uninterested in modern 
progress, 

William T. Slack, 65, for 23 years with 
the Commonwealth Life of Louisvill: as 
agent and later as assistant superinten 
ent of the Louisville office, died last 
week. For 15 years he had been anal 
ing inspector. 

A. O. Swink, president of the Atlantic 
Life, who has been visiting the New: ark. 
N. J., agency of the company, returne 
to the home office this week. 


Ferd S. Wolpert has been appointed 
field supervisor in charge of education 
and training of the American Bankers in 
its ordinary life department. He is a 
graduate of the University of Montana 
and took post-graduate work at Wash- 
ington University. He speaks German 
and French in addition to English. He 
taught in the St. Louis schools and then 
took up field work for the American 
Bankers, starting as an agent in home 
office territory. 

A. R. Perkins has been made assist- 
ant agency manager for the Jefferson 
Standard Life. He has been superintend- 
ent of North Carolina and Virginia 
agents. 

The Lincoln National announces ap- 
pointment of Austin W. Stults of Fort 
Wayne as loan officer. For many years 
he has been in the real estate and in- 
vestment business in northern Indiana. 
He will take care of real estate invest- 
ments for the Lincoln National. 


R. F. Martin has been elected secre- 
tary-treasurer of the Wisconsin ee 
tional Life. He formerly was secret 
only. 

Rollin H. Carter has been appointed 
superintendent of agents for the Home 
Lite of Arkansas to succeed Vernon 
Thompson, who has resigned to join the 
Pyramid Life. In point of continuous 
service Mr. Carter is the senior field 
man of the company and only two other 
officers have longer service records im 
other departments. He has been special 
agent, general agent and field super- 
visor. 


James A. Hawkins, manager of age! 
cies of the Midland Mutual Life, (°- 
lumbus, who has to make many flying 
trips over the country, has almost com- 
pletely given up travel by automobile 
and train for the newer and fleeter 
method of air travel. He made the trp 
from Columbus to Chicago this week 
in three hours. 
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LIFE AGENCY CHANGES 











THREE NEW GENERAL AGENTS 


Great Republic Life Appoints Law and 
North in California, Kelly in 
Missouri 


appointments are announced 

the Great Republic Life. A. L. Law 
ecomes general agent at Oakland, Cal., 
succeeding Fred E. Hartman, who re- 
ently resigned. Mr. Law was formerly 


Seve 


associate agency manager at San Fran- 
cisco the National Life U. S. A. 
Several counties in northern California 
have been assigned to the Oakland 
agency, which has quarters in 615 Finan- 
cial Center building. 

\ second appointment is Miles E. 
North as general agent at San Diego, 
Cal, in charge of San Diego and Impe- 
rial counties. Mr. North was formerly at 
Stockt as agency manager for the 
Reliat Lite of Pittsburgh. He has 
yen in agency work since 1908, starting | 
with the New York Life at Pueblo, 
Colo., as agent. Later he was agency 
director assigned to Utah and Nevada, 
and 1923 went with the California 
State Life as superintendent in charge 


f the San Joaquin valley district. 

W. B. Kelly becomes general agent 
it Springfield, Mo., with headquarters in 
518 Woodruff building. He is prominent 
there and has one of the largest general 
line agencies in the city which he has 

nducted for 12 years. 


W. B. Jackson 


The Fidelity Life of Birmingham has 
appointed W. B. Jackson as general 
agent for Mobile, Ala., and vicinity. 


H. S. Wilson 


H. s. Wilson, for 11 years with the 
Southwestern Life and for eight years a 
ity agent in Houston, Tex., has been 
appointed general agent for the Califor- 
nia State Life with headquarters in 
Houston with jurisdiction over 50 coun- 
ties in south Texas. 

The company is planning to loan con- 


siderable money in Houston and vicin- 
ity \ special combination insurance 
and loan policy ‘thas been prepared for 
his business. 
Harry W. Peterson 

The John Hancock Mutual Life has 
established a new general agency at 
Davenport, Ia., appointing Harry W. 
Peters Mr. Peterson is a native of 
Illinois and has been successfully en- 


the life insurance business at 
Galesburg, Ill, for the past 19 years. 

past year he has been doing organi- 
ind selling work for the John 


gaged 





ration 


Han in the Davenport territory. 
Nate B. Casler 

Nate B. Casler becomes manager of 

the West Coast Life in southern Ari- 


territory, comprising Pima, Gra- 
Greenlee, Cochise and Santa Cruz 
Headquarters are at 408 Con- 
National Bank building, Tuc- 


yr 
4 





lidat ] 


son. Mr. Casler has been in the life 
nNsurance business 11 years. The West 
Coast has been operating in Arizona 


about 15 years. 


W. B. Fowlkes, Jr. 
Walter B. Fowlkes, Jr., has been ap- 


pointed to act jointly with his father, 
W. I Fowlkes, Sr., as general agents 
for the Provident Mutual Life in Bir- 
mingham, Ala. The Fowlkes family has 


andled the general agency for the com- 
‘any since it was established in Bir- 
ingham in 1917. 


E. S. Murphy, G. A. Betts 


\W L. Boyce, manager of the Syra- 
Y., agency of the Equitable Life 
ew York, has announced the ap- 
intnent of Edward S. Murphy and 





| 








manager for 
Rapids, 


George A. Betts as district managers 
with headquarters at Amsterdam and 
Middletown, respectively. Messrs. Mur- 
phy and Betts served in the agency as 
field assistants. Since Jan. 1, eight man- 


| agerial promotions have been made in 


the Boyce agency. 


W. G. Barrett, Jr. 


W. G. Barrett, Jr., Frankfort, Ky., 
has been appointed general agent for the 
Mutual Life of New York and has 
opened offices in the Price building. He 








formerly lived in Owensboro. 
V. C. Evans 
E. S. Lusk, superintendent of field 


service for the Old Line Life, Milwau- 
kee, states that an announcement of 
appointment of V. C. Evans of Lubbock, 
Tex., as Texas supervisor is an error. 
Mr. Evans was not appointed there. 


Edward Schubach, F. J. Allen 


Edward Schubach, for four years with 
the Colonial Life of New Jersey, has 
been appointed manager of the Roches- 
ter district. Fred J. Allen has been ap- 
pointed manager of the newly created 
Syracuse district. 


N. B. Arveson 


N. B. Arveson of Fergus Falis, Minn., 
has been appointed manager of the east- 


ern South Dakota agency for the North- 


western National Life. He began his 
insurance career in 1919 as a salesman. 
He has remained in the insurance busi- 
ness ever since, including three years as 


assistant district manager and two years 
as manager. 


William Ittman 
William 


Ittman, for some time man- 


ager of the Boston agency of the Equit- 
able Life of Iowa, has become sales pro- 
motion manager of the Robert L. Brown 
agency of the ‘Columbian National Life 
in Boston. 
dollar personal producer before taking 
up managerial work. He won distinction 
through a series of life insurance sales 
charts i 
The Brown agency, now located in the 
Chamber of Commerce ‘building in Bos- 
ton, on June 1 
quarters at 75 Federal street, in a new 
building now under construction. 


Mr. Ittman was a million 


which received wide publicity. 


will move into larger 


John H. Leaver 


Leaver has been appointed 


John H. 


by the Missouri State Life as lowa man- 
‘ager with headquarters in Des Moines at 


725-30 Insurance Exchange. 


Frank O. Bristol 


Frank O. Bristol has been appointed 
manager of the San Francisco office of 
the Occidental Life. He has had wide 
experience in life insurance and goes 
from the home office in Los Angeles. 


John W. Patton, Jr. 


John W. Patton, Jr., has been ap- 
pointed general agent at Jackson, Miss., 
for the Atlantic Life with supervision 
over 18 outlying counties, mostly in the 
Delta country, which the Atlantic will 
develop for the first time. Mr. Patton 
has been district agent at Jackson for 
the past three years for the Union 
Central. 


Ernest L. Marbury 
Ernest L. Marbury of Birmingham 


has been appointed district manager of 
Mutual Benefit Life of New Jersey with 
headquarters in Montgomery, Ala. 


Mr. 
Marbury has been engaged in the lum- 


ber business. 


G. J. Scott, G. B. Seibert 


George J. Scott has been appointed 
the Travelers at Grand 


Mich. His offices are in the 
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Success-- 


(Final advertisement of a series 


Possessing shields — offensive weapons —com- 
plete equipment—perfect organization—strength 
and reputation the ancient gladiator army was 
modeled into a perfect fighting unit and as such 
reached its goal—SUCCESS. 


Moulded in the same careful manner that old 
gladiator armies were, the National Life and 
Accident has built up an army of Shield Men 
which has also been very successful. With the 
RIGHT men coming into the RIGHT organiza- 
tion SUCCESS is certain and thousands of men 
have found it profitable to wear the Shield 
button. 


You too can be successful by becoming a Shield 
Man. 


It pays to be a Shield Man! 


NATIONAL 
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INCORPORATED 


SHIELDS 
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BEW ARE, THE CYNIC! 


Life insuranc e salesmen meet him often. 


‘fA cynic,” said Oscar Wilde, 
‘is a man who knows the 
price of everything but the 
value of nothing.’ 


The cynic you meet, then, is 
he who is unprotected 
because life insurance 
“costs too much.” 


Tell him what it does for 
those whom it safe- 
guards 


The Prudential 


Insurance Company of America 





EDWARD D. DUFFIELD, President 


Home Office : Newark, New Jersey 














1851 1930 
Co-operation - Sincerity - Service 
Our Motto for 79 Years 
Ask Any Berkshire Agent 
BERKSHIRE LIFE INSURANCE CoO. 


Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 

















GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. J. ALEXANDER 
President Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 





Grand Rapids Savings Bank building. 
Mr. Scott formerly represented the 
Travelers as field assistant at Des 


Moines and as manager at Sioux City 
and Denver. 

Gail B. Seibert, former Grand Rapids 
manager, is now general agent of the 
Ohio National Life, with offices at 706 
National Bank building. Mr. Seibert is 


April 18, 19 











perfecting an organization to hand) 
business of his company there. 





A. Harry Field, for the past two 
leading producer for the San Fra 
agency of the Pacific Mutual Lif: 
organized the general brokerag: 
of A. Harry Field & Co., and has 
the San Francisco Insurance Bb 
| Exchange. 
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HAS DIAMOND ANNIVERSARY 
Massachusetts Department Is Celebrat- 
ing Its Founding by Law 
April 3, 1855 





BOSTON, April 17.— The diamnod 
(or 75th) anniversary of the Massa- 
chusetts insurance department, is this 
month. Chapter 124 of the acts of 1855, 
became effective April 3, requiring the 
appointment of a board of three com- 
missioners to administer the new depart- 
ment. For 19 years previously, returns 
of insurance companies operating in 
Massachusetts were reported annually 
to the legislature by the secretary of 
state, who, with the treasurer and audi- 
tor, administered the few insurance laws 
then in effect. An official report of 
1837 is the first of its kind ever made 
of insurance companies in this or any 
other country. There have been 19 
commissioners who have administered 
the affairs of the department. Massa- 
chusetts has furnished five presidents 
of the National Convention of Insurance 
Commissioners, and one secretary, and 
in 1872 a Massachusetts commissioner 
was sent to the eighth international con- 
gress at St. Petersburg, Russia. When 
the department was established there 
were 171 carriers operating in Massa- 
chusetts, and now there are 790 in 
Massachusetts including fire, life and 
miscellaneous companie s, and fraternals. 
In view of the criticism of receipts and 
expenses of insurance departments, it is 


interesting to note that the Massa- 
chusetts department, in 60 years has 
collected $5,521,612 in fees and levies, 


and has had expenses of $3,253,571. 


PROGRAM FOR INDUSTRIAL 
ROUND TABLE ANNOUNCED 





The program for the industrial life in- 
surance round table, which will be a 
feature of the Insurance Days of the 
Insurance Federation of Pennsylvania at 
Pittsburgh May 5-7, has just been an- 
nounced. The jndustrial round table 
will be held the morning of May 6. 

The program was arranged by Wil- 
liam J. Bradley, publicity manager of 
the Some Life of Philadelphia, chair- 
man of the conference. Felix Roths- 
child, secretary of the Sun Life of Balti- 
more, is associate chairman. The speak- 
ers are Charles F. Williams, vice-presi- 
dent Western & Southern Life; G. P. 
Kunkelman, superintendent Prudential, 
Pittsburgh; Edward Fineberg, manager, 
and Stephen F. Kocott, assistant man- 
ager John Hancock Mutual Life, Pitts- 
burgh; J. E. Glowatch, agent John Han- 
cock Mutual Life, Pittsburgh; John 
Edgecomb, manager, and John W. Yea- 
ger, assistant manager Metropolitan, 
Pittsburgh; Leo Seigle, agent Metropoli- | 
tan, Pittsburgh. 





Research Bureau School 


The Life Insurance Sales Research 
Bureau of Hartford will conduct a three- 
day managers school at Baltimore, May 
13-15, preceding the one day sales con- 
gress of the Maryland and District of 
Columbia Life Underwriters Associa- 
tion. 

The idea is to educate the general 
agents, managers and supervisors on 
how to conduct their agencies, recruit 
and educate new agents, and to cope 











with problems. 





COMPANY IS BRANCHING OUT 


Equitable Life of Washington, D. C., Is 
Extending Its Operations Under 
Agency Manager Hannah 





L. M. Hannah, the new director 
agencies of the Equitable Life of Was 


ington, D. C., is making plans to exte: 
the company’s organization in state: 
where it is licensed. Mr. Hanna 


been assistant agency superintendent 
under the late Vice-President Bennet: 
who had charge of production. F. \ 


Nettleship, a well known life insurance 
man, is associated with Mr. Hannah as 
agency secretary. Mr. Nettleship 
formerly at the home office of th 
Eureka-Maryland Assurance. His father 
is G. Montagu Nettleship, manager 
the Royal Union Life at Washingt 





The Equitable is licensed in Delaware 


District of Columbia, Maryland, 0! 
and West Virginia. 

Mr. Hannah was formerly connect 
with the Metropolitan and has had 


splendid insurance training. 





ROCHESTER DISTRICT 
SHOWS AN INCREASE 





The Rochester chamber of commer 
in reporting on February life insura: 
sales in that district finds that sub 
tial gains were reported over the si 
month a year ago. February sales com- 
piled by 27 Rochester offices reporting 
to the chamber amounted to $5,453.79 














an 8 percent increase over Febri 
1929, Sales during the first two mont 
were 16 percent ahead of the corre 





sponding period a year ago. The 


ester chamber finds that its di 
showed a greater percentage of gain 
than in Buffalo, which showed a: 
crease of 7 percent. 


Field Takes New Post 


William E. Field, who has ‘ 
charge of the life imsurance department 
of Gilmour, Rothery & Co. Bb 
agents, has been in the business f 
years. He secured the degree of | 
U. He resigned his position as 
ager of the ordinary department of th 
Prudential at Providence to take wy 
new work. He has been agent, agen 
cashier and manager for seven years 
has had a good schooling. 





Agency Honors Long Service 


James J. Nugent, a mem): 
Rochester agency of the Guardian Lt 
for 20 years, was honored at the ag 
annual dinner at which Ernest 





| ager, 


Houghton, Rochester manager, 
James A. McLain, agency vice-; 

| William F. O'Connor, Syracu- 
and James A. Whitm 
manager, were guests. 


Building Up Life Insurance 


The Continental Life of Washingt 
D. C., under the administratio: 
H. Bartholomew, is getting aw 
industrial health and accident ! 
and is devoting its energies to 





wp ordinary and_ industrial , 
company has had a consistent growth 
President Bartholomew keeps ‘n cio 
touch with the agency field and is pe 
sonally acquainted with the men. 4 
gives the agency work very care/l 


supervision. 
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LUSTGARTEN MAKES RECORD|APPLIES FOR READMISSION 








Equitable Life Agency’s March Produc- | Union Central’s Application to Wiscon- 


tion Is Greater Than in Any 
Previous Month 





In March the 
the Equitable Life in Chicago surpassed 
its previous records for a_ single 
onth. Production was increased more 
than $500,000 over March, 1929. New 
rganization business grew from a total 
; $139,000 from eight producers dur- 
g the first three months of 1929 to 
3742,000 from 20 producers the same 
eriod this year. An ambitious agency 
wilding program has been inaugurated 
for the coming five years. 
Samuel Lustgarten, agency manager, 
ttributes the gratifying increase in new 
rganization business largely to the sales 
ectings which are conducted each 
week. There the new men are drilled in 
the fundamentals of the business and 
structed in practical and useful selling 
vethods, which gives them a distinct ad- 


vantage in competition with untrained 
wices The agency manager, unit 
anagers, and experienced men of the 
staff serve as instructors, 

Advanced Sales Meetings 
A more advanced sales meeting is also 
held weekly under the supervision of 


John Morrell. 


conferences 


Manager 
topics of these 


Associate 
{mong the 


ire the federal estate tax, Illinois in- 
heritance tax, probable costs of admin- 
istration, attachability of life insurance 

tracts in event of bankruptcy, stock 


retirement plans for close corporations, 


retirement of partnership interests, 
methods of distribution of income and 
capital from life insurance or testamen- 


tary trusts with corporate fiduciaries. 
The Lustgarten agency paid for $11,- 

300,000 in 1929 and Mr. Lustgarten 

states that the agency is now producing 


at the rate of $14,000,000 a year. As- 
sociated with Mr. Lustgarten and Mr. 
Morrell, as assistant agency manaagers, 


are Milton P. Falk, Richard H. Dorn- 
held, Noah G, Klove, Carl E. Harris 
and Milton A. Feuer. The five leading 
producers for 1929 were Mr. Morrell, 
Harry Steiner, Mr. Lustgarten, Joseph 
G, Nadel and Charles E. Wilson. 





Vermillion Agency to Meet 


Wiscons sin and northern Michigan 
agency the Penn Mutual in Chicago 
m the Gifford T. Vermillion general 
agency will hold their annual field club 
meeting in Milwaukee April 24. Darby 
A. Day, Chicago, will speak on “The 
Underwriters’ V iewpoint.’ 





Continues Million Gait 
In March, the 


ageTIC\ 


Alexander E. Patterson 
of the Penn Mutual in Chicago 
continued unbroken its string of million 
ollar months, paying for 209 cases for 
31,051,670. This is the 13th consecutive 


milli dollar month and also the first | 


sary of the present agency man- 

In the same month last year, 
agency paid for $1,237,690. Total 
paid business the first three months is 
SS.488.554, compared to $3,156,875 for 


the same period of 1929, a gain of 11 





Beamer in Charge of Unit 


, Gail H. Beamer of Fort Wayne, Ind., 
has been made district manager for the 
Lincoln National for unit development 
in several northeastern Indiana coun- 
tes. Headquarters are in Fort Wayne 


and he will be associated with H. C. 
Cooke, Fort Wayne city manager. Mr. 
~camer has made an excellent record 
or three years in the home office agency, 
tor nearly two years selling at least one 
policy a week, and in 1929 he qualified 


tor 


the $250,000 production club and for 
tte Minute Man Club. 


Lustgarten agency of 





sin Rejected on Basis of Attorney 
General’s Ruling 





The Union Central, one of the mz ajor 
companies which withdrew from Wis- 
consin after passage of the Wisconsin 
life insurance code in 1909, has indicated 
a desire to return in an application for 
readmission filed with the department. 
However, the attorney general rules that 
because the company’s statement as to 
unassigned surplus does not comply with 
Wisconsin insurance laws, 
tion cannot be considered. 

Wisconsin law requires 
unassigned surplus, and of the propor- 
tion belonging to policyholders. The 
Union Central reports that unassigned 
surplus earned from participating 
policies is $12,708, 538 and is held to meet 
the exigencies of the company’s busi- 
ness, except as governed by its bylaws. 
The bylaws are to the effect that sur- 
plus from participating policies shall be 
distributed among policyholders, save 


| that it can be drawn on in event profits 


from nonparticipating business are not 
sufficient to aid in paying a stockhold- 





the applica- | 


a showing of | 


ers’ dividend not exceeding 6 percent a 
year. 

All large life companies of other 
states except the New York Life with- | 


drew after the passage of the Wiscon- 
sin insurance laws. Only the Union Cen- 
tral and Mutual Benefit among the large 
companies have not returned. 





Galloway Trust Officer 


Arthur Galloway, formerly with the 
Provident Mutual general agency in Chi- 
Alexander E. 


cago and then with the 
Patterson agency of the Penn Mutual 
there, who specialized in life trusts and | 


had large production, has gone with the 
Northern Trust Company in its life-trust 
department. 





State Fund Bills in Indiana 

that an effort 
session of the In- 
January to have 


There are indications 
will be made at the 
diana legislature in 
passed at least one and possibly two 
state fund insurance bills. A fund for 
fire and tornado insurance on _ state 
property is one of the proposed meas- 
ures and the other is a state employes 
retirement fund, similar to that in ef- 
fect in Minnesota. One strong advo- 





$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


Write for Sample and Particulars 


This is one of many unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 











Just One Accident Policy 
Each Week 


The sale of orie accident policy a week for 
$50 is not a great undertaking but in a few 
vears it builds up a substantial body of policy- 
holders paying commissions amounting to 
several thousand dollars a year and affording 
the best possible market for other forms of 
insurance. 

Connecticut General accident insurance re- 
news at the rate of 87%. The time you give to 
it represents a permanent investment. 

Consult our local office. 


Connecticut General 
Life Insurance Company 
Hartford, Conn 


Over a Billion in Force 














Salesmen 
Increase Your Income! 


Insurance, Stock, Real Estate and 


Bond Salesmen 


can earn from two to five times the money now 
earned by selling our special participating pol- 
icy where the policyholder participates fully in 
the profits of the company along with the stock- 
holders. Previous experience in selling life 


insurance is not necessary. 


If interested write direct to Wilbur Wynant, 
president, 


STATE LIFE OF ILLINOIS 


HOME OFFICE 


332 South Michigan Ave. Chicago 
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AMERICAN B 
INSURANCE Cc 


Executive Office 
Jacksonville, Illinois 


A Progressive Company Writing 
Life, Health and Accident Insur- 
ance, Operating in 22 States, Ac- 
cepting Business on the Weekly, 
Monthly, Quarterly or Annual 
Plan. 


SomE Excellent Opportunities 
Open for General Agencies in 
Ohio, Michigan, Indiana and Ken- 
tucky. 


WeE Have an Attractive Propo- 
sition to Offer the Right Man for 
Chicago. 
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INSURANCE STOCKS 


Bought—Sold—Quoted 


115 W. Adams St. 
CHICAGO 
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P. W. CHAPMAN & CO, INC. 


Insurance Stock Department 


42 Cedar Street 
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cate of the latter idea, however, would 
have it handled through group life in- 
surance in some accredited life company. 
With the announcement of many can- 
didates for the legislature, insurance 
folk are seeking to get their views on 
various insurance measures. 


Schwartz Brothers Separate 


Schwartz Brothers, Kokomo, Ind., dis- 
trict representatives for the New York 
Life, announced a change in their busi- 
ness policy. A. H. Schwartz, who has 
been associated with his brother, R. T. 
Schwartz, will sever his insurance con- 
nections and his brother will assume 
complete control of the agency. 


Woodard Office Leads 


The Chicago office of the Home Life 
of New York under Manager Selwyn C. 
Woodard ranked first in production for 
the entire country in March with more 
than $500,000 paid for. The office now 
has moved into room 1335 No. One La- 
Salle Street building. 


Big Group Policy at Kalamazoo 


A group contract has been written on 
employes and officers of the Checker Cab 
Manufacturing Corporation, Kalamazoo, 
Mich., by the Prudential. The contract, 
for between $2,000,000 and $3,000,000, 
was negotiated through Roy M. Lamp- 
man, local representative of the Pruden- 
tial. Employer and employes share the 
premiums. The contract covers both life 
and disability. 


Rockwood Staff Expands 


R. ‘C. Carson, Jr., has been appomted 
associate manager of the life department 
and manager of the accident department 
of the Rockwood Company, general 
agent for the Travelers in Chicago. He 
succeeds S. S. Chisholm, who resigned 
to take up personal production work. 
The life department of the Rockwood 
Company, of which Harry Anderson 1s 
manager, has been expanding rapidly in 
the last month, adding four experienced 
life insurance and business men. Mr. 
Anderson reports that business in Chi- 
cago is basically sound and there has 
been no time in many years when condi- 
tions seem so favorable for life insur- 
ance sales. The four men added to the 
staff are M. L. Massoner, Robert E. Bald- 
win, William Tanyan and Alvia Scott. 














Agencies Celebrate Contest 


Celebrating the closing of a sales con- 
test between the William R. Roszel gen- 
eral agency of the Ohio National Life 
in Detroit and the George Hill general 
agency for northern Ohio at Sandusky, 
during which the two agencies turned in 
more than twice their quota, more than 
60 agents held a banquet April 12. Pro- 
duction of the two groups in the period 
was $750,000, the Detroit agency stand- 
ing first with $492,000. Guests of honor 
and speakers included President T. W. 
Appleby, Vice-president Edward Kirn, 
Actuary John Evans, Superintendent of 
Agencies E, E. Kirkpatrick and Donald 
A. Johnson, Detroit insurance counselor. 





Agricultural Life Is Host 


The Agricultural Life of Bay City, 
Mich., was host at a sales conference 
in Detroit April 11-12 to 60 of the Mich- 
igan agency force. President S. A. 
Lambert presided. Those who spoke 
were President Lambert, Dr. J. C. Gros- 
jean, medical director; Dr. Charles J. 
Rockwell, who talked on “The Life Un- 
derwriter of Today”; Frank M. Hayes, 
agency director; Arthur G. Gabriel, gen- 
eral agent Midland Mutual in Detroit; 
H. G. Williams, superintendent of agen- 
cies; C. S. Routt, and B. Frank Bush- 
man, a director. 





Korrady Moves to New Building 


Karl B. Korrady, Chicago manager for 
the Connecticut General, is now installed 
in new offices in the recently completed 
One LaSalle Street building, Chicago. A 
large number of general agents have 
been attracted to this building. At the 
same time Mr. Korrady announced that 





P. T. Aubin, who has been with t 
company for nine years and cashier jp, 
six years, has resigned to devote mos 
of his time to personal production. \- 
Aubin will continue as claim represes. 
tative. 


Wiese in Rapid Strides 


Starting from scratch April 1 
Raymond J. Wiese, Chicago cene; 
agent of the State Mutual, has b 
a force of ten carefully selected 
timers and has just completed hi 
year with $1,500,000 paid for busines 
Mr. Wiese was general agent 
State Mutual at Davenport, Ia., for eig 
years previous to going to Chicag 
open the second office of the conipa 
there. He started without policy hold 
or agents but had paid for his first 5). 
000,000 in the first nine months a 
paid for $500,000 the first three 
this year. So far he is well along on 
program pledged when he went to ( 
cago, of $1,000,000 in 1929, $2,500,000 
1930 and $1,000,000 a year increase y 
to $5,000,000 annual production. 


Becomes Insurance Center 


The New Circle Tower building 
Indianapolis at Market street and Mon- 
ument place is drawing a considerabk 
number of insurance offices as tenants 
Beside many fire and casualty offices 
the Connecticut Mutual Life, Peoria Life 
and Union Central are now domiciled in 
the building, as well as Joseph G. Wood 
secretary of Indiana Insurance Day, and 
a number of insurance associations 





Peoria Agency’s Fine Record 

The week ending April 5 was the big- 
gest in the experience of the Reuling 
& Williamson general agency of the 
Massachusetts Mutual Life at Peoria, 
Ill., with $508,000. January, February 
and March were also the best in the 
agency’s experience, with $1,785,000 de. 
livered business for the first three 
months. 





Haviland Agency Speeds Up 


The F. Hobart Haviland agency 
the Equitable Life of New York in Chi- 
cago has shown a remarkable increase 
in production in the first quarter. Mr 
Haviland took charge of the agency nine 
months ago, his life insurance experience 
having been only four and a half years 
In 1929 the agency produced $1,900,001 
In the first three months of this vear it 
produced $1,229,000. 








Missouri Valley 
State News 





WHEN IS POLICY IN EFFECT? 








Equitable of Iowa Denied Rehearing on 
Nebraska Decision That Date 
of Delivery Governs 





LINCOLN, NEB., April 17.—The 
supreme court has refused the Equitable 
Life of Iowa a rehearing of the 
case in which Mrs. Mary A. Kerley 
covered $5,000 on a policy on her 
band’s life. The court held that a life 
policy goes into effect when it 
livered and not when it is dated 
the application is made and the pr 
paid. In this case if the deci 
been that the policy date g 
there would have been no re 
the policy had lapsed. 

The company says the decision is 
great importance to life com; 
most of them authorize agénts 
binding receipts if the premiw 
at the time the application i 
which recite that the policy s! 
from such payment if the applicati 
later approved. It adds that 
cision in effect writes into e 
insurance policy something that 
been put there, and that in ar 


such a finding the court refused 
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testimony showing that for 14 years the 
polic) date had been observed by both 
parties as the due date. 


Connecticut Mutual Plans School 
Thomas C. 
tor of the Connecticut Mutual 
: charge of the training school being 
held at the Kansas City agency April 
14-18. President James Lee Loomis» is 
expected to be present the last day. 
Herle Daily, president of the Life 
Underwriters Association of Kansas 
City, is manager at Kansas City. 


Stokes, educational direc- 


Licklider Gives Talk 


Jos ph P. Licklider, director publicity 
and sales research of the Missouri State 
Life, addressed the St. Louis Life Gen- 
eral Agents & Managers’ Association at 
ts monthly meeting. His subject was 
“The M-A-N in SalesMANship.” Mr. 
Licklider stated that the successful life 
insurance man must be a “Three 1” man. 
It is absolutely necessary 





Life, is | 


LIFE 





INSU /R. ANCE E DITION” 





“Intelligence,” “Initiative,” and “Indus- 
try.” Incidentally the cause of most 
failures, he thinks, is the lack of indus- 
try. It takes brains and shoe leather to 
sell life insurance. 


Equitable Holds Des Moines School 


Henry S. Nollen, president of the 
Equitable Life of lowa, announced to 
150 agents at a school of instruction in 
Des Moines that March broke all rec- 
ords for new business, 4,500 policies being 
recorded. The school was addressed by 
Dr. Charles J. Rockwell of Chicago. The 
meeting was featured by an “application 
shower” in honor of J. C. Cummins, 
| executive advisor. 


State Farm Life Enters Nebraska 


The State Farm Life of Bloomington, 
Ill., has been licensed in Nebraska. E 
A. Tyler, an officer of the Nebraska 
Farm Bureau Federation, is named as 
state agent. Headquarters will be in 


that he have | Lincoln. 
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METROPOLITAN LIFE LEADS 


Takes First Place in Both Ordinary and 
Industrial Life Insurance in 
Force in Virginia 


RICHMOND, VA., April 17.—The 
Metropolitan leads all companies in ordi- 
nary business in force in Virginia, with 
$92,999,135. The Equitable of New 
York was second with $70,322,950, while 
the Atlantic of Richmond with $69,822,- 
135 in force was third. Other companies 
with large volumes in force ranked in 
order as follows: Mutual of New York, 
$56,685,639; New York Life, $56,440,099; 
Northwestern Mutual, $46,585,384; Life 
Insurance Company of Virginia, $45,- 
928,671; Mutual Benefit Life, $45,891,- 
398; Prudential, $44,558,137; Pacific 
Mutual, $30,707,233; Travelers, $29,151,- 
337; Union Central, $27,998,924; Penn 
Mutual, $26,045,887; Massachusetts Mu- 
tual, $23,589,362; Provident Mutual, $23,- 
141,858. 

The Metropolitan also leads all indus- 
trial companies, with $74,977,916 in force 
at the end of 1929. Its nearest competi- 
tor is the Life of Virginia with $48,434,- 
337. Ranking next are the People’s Life 
i Washington, $35,841,860; Home Ben- 
eficial of Richmond, $23,079,614, and 
Continental Life, $18,985,922. 


Giffin Visits Atlanta 


James A. Giffin, assistant manager of 
agencies for the Phoenix Mutual, was 
a recent guest of Walter D. Phillips, 
manager of the Atlanta office. Mr. Gif- 
hn was enthusiastic over March produc- 


tion and stated that it exceeded any 
previous March in the history of the 
ompany 


Rules on Suicide Evidence 


Ruling on a question of suicide in the 
Mutual Life vs. Neil Maddox, 
the Alabama supreme court sustained 
the charge of the lower court that there 
iS a presumption against suicide and 


Case of 





OU ~- will 

find a 
wealth of 
suggestions 
in J. B. Sack- 
ett’s A. B. C. 
of Disability 
Insurance. 
125 pages. 
Price $1. 


Disadility Insurance 


Order from 
The National 
Underwriter 
175 W. Jack- 
son Blivwd., 
Chicago 

















held this presumption is a substantive 
right that 1s not to be swept aside until 
the evidence is sufficient, in the judg- 
ment of the jury, to overcome it. The 
case was reversed, however, because the 
trial judge erred in refusing to admit 
evidence that the insured drank heavily 
and had been drinking heavily the day 
and night before his death, and that 
while in the company of another person 
he threatened to take his life and ap- 
parently attempted to do so. The body 
of the deceased was found in his auto- 
mobile near Aberdeen, Miss. There was 
a bullet hole through his head and a pis- 
tol clutched in his right hand. His 
money and other possessions had not 
been disturbed. 


Meetings at San Antonio 


The Life Insurance Sales Research 
Bureau will conduct a managers’ school 
in San Antonio April 22-24. On April 
25 the Texas Association of Life Under- 
writers will have its semi-annual sales 
congress in San Antonio. 


Will Open Louisville Office 

Permanent offices for the Kentucky 
insurance department will be established 
in Louisville in a short time. A bill 
passed at the recent session of the legis- 
lature authorized Commissioner Allin to 
make the necessary arrangements. The 
Louisville office will be in charge of a 
deputy of securities, who will be ap- 
pointed when the offices are ready for 
occupancy. Three field deputies will be 
permanently assigned to that office. 
Mrs. Margaret Roper will be in charge 
of the field deputies. The offices will 
probably be located in the Inter-South- 
ern building. 


Arkansas Collections Set Record 


Arkansas department collections in in- 
surance taxes and fees derived from a 
2 percent tax on premiums, agents’ 
licenses and miscellaneous fees for 1930 
total $638,788, an increase of $16,998 over 
1929 collections the collections this year 
are the largest ever made by the de- 
partment. 

The collections were derived from the 
following sources: 2 percent premium 
tax, $593,919; 5 percent tax on unauthor- 
ized business, $177; agents’ licenses at 
$2 each, $35,614; miscellaneous fees, 
$7,077. 


Connecticut Mutual’s Virginia Rally 


In celebration of the third anniversary 
of the Old Dominion agency of the Con- 
necticut Mutual Life, a rally of agents 
from all parts of Virginia was held at 
Old Point Comfort. William DeLoss 
Love of Richmond, manager of the 
agency, reported 300 percent increase in 





business since he took charge three years 


e/ 









UNUSUAL OPENINGS 
FOR 2 SUPERVISORS 


MICH IGAXK—NORTHERN ILLINOIS 


\ well established Mutual Company with 
an exceptional 40 year record is ready to 
a Supervisor for Michigan, and 
Northern Illinois including 


appoint 
one for 
Chicago. 
Applicants must have successful, per- 
sonal selling record. 

They must know organization work and 
be capable of establishing and directing 
General Agencies. 

They must be capable of adapting them- 
selves to a definite fundamental sales 
plan, 

Applicants must be willing to travel in 
their territory. 

Using as a basis our Fundamental sales 
and organization plans, they must have 
high vision of what life insurance is and 
can do, and be able to impart that vision 
to agencies under their direction. 

Salary and bonus will be paid to the men 
selected. 

This is an unusual opportunity in a first- 
class company. Write, stating why you 
believe yourself qualified, and a personal 
interview will be arranged as soon as 
practicable. 

All members of our field organization 
have been informed of this advertise- 
ment. 


Address P-38 
The National Underwriter 

















INDEPENDENCE SQUARE 


HOME LIFE INSURANCE COMPANY 


OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 


POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 


Home Life Agents are satisfied 


A Home Life Contract brings prosperity and progress 


ss @ 
Home Life policyholders are satisfied 


A Home Life policy brings peace of mind to the man 


who loves his family 














Developing Tiles taomanee Woceanse, 


PHILADELPHIA, PENNA. 








Price $1.50 





Chicago. 


Here is a right-to-the-point 154-page book for busy sales- 
Order from The National Underwriter, 








Sales Personality 
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ago. The company now has approxi- 
mately $12,000,000 in force in the state. 
H. M. Holderness, superintendent of 


agencies, and E, C. Sparver, supervisor 
of publications, attended the meeting and 
made inspirational talks. Stratford L. 
Morton, St. Louis, and Earl Coulbourn, 
Rochester, N. Y., general agents, also 
attended. 


Mississippi Office Moves 


The Jackson, Miss., office the 
cific Mutual is being moved to New 
bany, Miss., under the supervision 
Paul Owen, formerly president of 
Merchants & Farmers bank of New 
bany. 


Pa- 
Al- 

of 
the 
Al- 


of 


Sales Demonstration Featured 


A luncheon given by the Robert 
Shipley agency of the Penn Mutual Life 
at Oklahoma City for all agents in the 


a sales demonstra- 
Ship] 


was featured by 
ted by Mr. 


State 


tion presen as policy- 











THE NATIONAL UNDERWRITER April 18, 19 
holder and J. E. Gibbs from the home man’s Standpoint.”. D. C. Cruise of | conducted sales schools in Okla! 
office. Each agent had one of his policy- | Lexington was elected president, and | City and Tulsa. 
holders as a guest at the luncheon. The | James Wilmott and Paul Wilson, both a 
Oklahoma agency reports a 66 percent | of Lexington, were elected vice-presi- All-States Agents Confer 
gain in business so far this year over | dent and secretary, respectively. L . 

- Plans for a strong spring campa 


the same period last year. 


Department Figures on 1929 

The 
port shows’ $987,876,954 life insurance in 
force there Dec. 31, 
$914,893,042 Dec. 31, 1928. Other fig- 
ures for 1929 are: Insurance issued, 
$277,384, only losses and claims incurred, 
$10,142,252; premiums received, $29,562,- 
896: insurance terminated, $207,456,859. 


Educator Addresses Group 


annual convention of the field 
the Mutual Life ended at Lex- 
ington, Ky., last week with a banquet 
Dean W. S. Taylor of the college of 
education, University of 
spoke on “Life Insurance from the 


The 
club of 


Lay- 





ducer. 


ence, 


—The services of an 
to help him in 


after interview. 





WANTED— 
A MAN 


Possessing the following qualifications: 
AGE 35 or over, seasoned and a pro- 


THREE years of life insurance experi- 


Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 


sub-agents, giving sales helps and to 
“PUT HIM OVER” 


Over $125,000,000 in Force 


We are particularly interested in Illinois, Missouri, 
North Carolina and Michigan, especially Detroit. 
Write fully. We will not check references until 


Address P-20, care The National Underwriter 
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field, appointing 
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Alabama department’s annual re- | 


1929, compared with | 


| ical examination. 


Kentucky, | 


| tative 
| guest 
| the 


EE 





Teachers to Take Master Policy 


\ master policy on the lives of school 
teachers will be taken out by the Ala- 
| bama Educational Association. A group 
insurance plan was abandoned on the 
| grounds that the rates are not attractive 

to younger teachers and are only guar- 
| anteed for five years. 

Under the master policy the teachers 
expect to obtain individual policies at a 
aving of from 25 to 35 percent through 

collective bargaining and without med- 
The executive commit- 
tee of the association 
to enter into negotiations with old line 
companies for such a policy. 


McVoy Touring Southwest 


lames A. McVoy of St. Louis, 
fom of the Central States Life, was in 
Oklahoma City last week visiting the 
Marmaduke Corbyn agency. He was a 
member of the St. Louis chamber of 
commerce party touring the southwest. 


presi- 


Shipley Agency Luncheon 


John E. Gibbs, home office represen- 
of the Penn Mutual, was honor 
at a luncheon given at Tulsa by 
Robert E. Shipley general agency of 
Oklahoma City. 
the speakers. Mr. Gibbs is in Oklahoma 
visiting the companies’ agencies. He 


was empowered 


Mr. Shipley was among | 


| 


|} man, 


were discussed at a conference in } 


gomery of southeastern Alabama a 
of the All-State Life. T. L. Griffi 


W. H. Webber, field superinten 
were in charge. 
Georgia Appointments Made 
G. B. Reynolds, field superintend 


of the All-States Life, has been assigne 
to the south Georgia territory with head 


P. Pop: 


quarters at Waycross. D. 
F made gener 


H. Bailey have been 
agents at Augusta, Ga. 


Birmingham Agency Celebrates 


Julian Price, president, and W. 1] 
O’Donohue, vice-president of the Jeti 
son Standard Life, were guests at 


banquet given by 
in Birmingham. 


was in charg 


19th anniversary 
Alabama agency 
Smith, general agent, 


Shipman Conducts Schools 


\ school of 
has been conducted by Robert T. S 
general agent for the Penn Mut 
at Oklahoma City. He was assisted 
Orin D. Waters, supervisor 
homa agents. Similar classes wer: 
ducted the previous week in Tuls 
Mr. Shipman, assisted by Ral 


Wooden. 


salesmanship for agents 


of Okla- 











PACIFIC COAST AND MOUNTAIN 








LAUNCH BANKERS UNION LIFE | 





Many Experienced Insurance Men in 
Official Personnel of New Com- 
pany Organized in Denver 
The Bankers Union Life is a new 
company organized in Denver by a 
number of prominent insurance men. 


| Securities have been deposited with the 


Colorado department with an applica- 
tion for a charter. 

C. B. McCormick, for a number of 
years with the agency organization of 


the Bankers National Life, is president. 
The official roster includes Ivan Simon- 
ton, formerly with the Bankers National, 
vice-president; Jay A. Rice, formerly 
of Lincoln, Neb., secretary, and M. J. 
McCormick, formerly of Omaha, treasur- 
er, Dr. Louis W. Lee, surgeon for the 
Denver & Rio Grande Western Railroad 
for years, will be chief medical director. 


Arnold A. Odlum, Denver attorney, 1s 
general counsel. 

The directors include J. P. Dempsey, 
Kearney, Neb.; Orville Titman, North 
Platte, Neb.; G. W. Pollard, Farnham, 
Neb.; Joe Jessup, Denver, and G. W. 


\ 4 


~? °@ 


Courtright, Hastings, Neb., all experi- 
enced insurance men. Other director 
are George A. Fowler and former Ju 





Albert H. 
A. Sumner, 
Isaac P. Tieszen, 


Denver; 
Colo., 
D. 


Keeney of 
Walsenburg, 
Marion, S 


Hill Agency Retains Lead 


The Arthur J. Hill California agen 
of the State Life of Indiana led 
United States again in March for tl 
tenth time since Jan. 1, 1929, and tl 
third consecutive time for 1930. Over 
$2,048,000 new business was writte: 


California in March. 


Teachers’ Fund Imperiled 


\ deficiency 
retirement fund is reported. The 
was originated to pay a $600 annual p< 


sion to teachers on the retired list 
Montana. It is now sufficient to pa 
vearly payments of only $400 to those 


on the eligible list. 
enue and the number of 
for pensions remained practically 
changed during the past year, the 
states. Teachers emploved in 
pay $1 per month into the 

fund. The permanent fund amounts t 
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There is a place for you without Waiting; 


Write The Lincoln National Life 
Insurance Company of Ft. Vayne, Ind. 
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appre niu $170,000 invested chiefly 
in iy nds. 

\t present there are 149 persons on 
the retired teachers’ list. Six additions 
during 1929 were balanced by four 
deaths, one member failed to comply 
with regulations, and one who returned 
to teaching. 


Sweet Joins Challis 


Ralph M. Sweet, formerly assoclated 
with the State Mutual in Buffalo, N. Y., 
hut who has been for eight years con- 
nected with the Aetna Life in Seattle, 
qualifving for the $500,000 club, and 
more recently has been agency man- 
ager for the Guardian Life, has joined 
the Arthur H. Challis general agency 
i the Massachusetts Mutual in Seattle. 
He is specializing in corporation and 
nartnership insurance. 


Darwin P. Kingsley Guest 


New York Life agents in the Salt 
River valley, Arizona, held a luncheon 
meeting Ly Phoenix, at which President 
Darwin P. Kingsley and Mrs. Kingsley, 
and Dr. Bra H. Rogers, chief medical 
director, and Mrs. Rogers, who were 
ee ng ee winter in Chandler, attend- 
ed. I. Johnson, agency manager for 
Arizona, presided.” 


Going at "$20,000,000 Clip 


March was one of the biggest months 
in the history of the Kellogg Van Win- 
kle agency of the Equitable Life of New 
York at Los Angeles. Paid for was 
$1,800,000, boosting total for the first 
quarter to $5,000,000. This is approxi- 
mately 20 percent increase over the same 
period last year. 








NEWS OF LIFE POLICIES | 


New Policies, pron Rates, Dividends, Sanestel 
Values and all Changes in Policy Literature, Rate 

s, etc. Supplementing the “Unique Manual- 
Digest,” publis annually in May at $4.00 and the | 
“Little Gem” published annually in April at $2.00. 














GETS MUCH PURE ENDOWMENT 


Sun Life is Making an Appeal to In- 
vestors Owing to Excellent 
Returns 


The Sun Life of Canada is writing 
considerable pure endowment business 
now. For instance, it will write pure 
endowments payable at the end of 10, 
15, 20, 25 or 30 years with return of pre- 
miums in event of death with profits. 
Inasmuch as there is no medical exami- 
nation and there is very little insurance 
leature the rates are almost the same 
lor all ages. Annual dividends are paid 
and if left with the company they ac- 
cumulate at the rate of 5% percent. A 
humber of people interested in invest- 
ments alone are purchasing this con- 
tract, 


Massachusetts Mutual 
New disability rates of the Massachu- 
Setts Mutual under the standard income 
and waiver clause, at representative 


ages 
Ag Ord. Life 20-Pay 20-End. 
4 $3.40 $4.16 $2.83 
0 3.82 4.38 3.31 
4 4.39 4.64 4.05 
10 5.11 4.95 5.18 
4 6.07 6.01 6.27 
bd 7.33 7.35 7.58 
ad 8.06 9.13 9.30 
The rates for waiver of premium alone 
are 
\ge Ord. Life 20-Pay 20-End. 
6o $0.55 $0.41 $0.61 
a4 66 50 70 
oo .85 .66 87 
HY 1.10 94 1.17 
45 1.49 1.43 1.69 
4 2.08 2.10 2.33 
~~ 3.00 3.07 3.24 


Lincoln National 


The Lincoln National will discontinue 
professional disability provision 
! Other disability clauses will be 
changed that date in accordance with 
Mendations of commissioners. Dis- 





LIFE INSURANCE 


ability rates for waiver and income dis- 
ability will not be changed Disability 
rates for women will remain one and a 
half times rates on men; however, di- 
ability provisions will cease on policy 
anniversary nearest age 55, whereas 
formerly it has been at age 60, or at 
maturity in case of endowments at age 
65. Insurance in force as of March 31 
was $827,648,923, and total number of 
policies 280,278. 





NEWS OF FRATERNALS 





WOODMEN STRIKE AT REBELS 
Regulars Seek Injunction to Restrain 
Insurgents from Assailing Higher 
Insurance Rate Scale 








The Modern Woodmen of America, 
together with Glenn A. Kenderdine, is 
complainant in a petition for injunction 
to restrain insurgents from circulating 
allegedly libelous literature and in other 
manner agitating against the new insur- 
ance rates of the organization. The pe- 
tition was filed last week in Sangamon 
county circuit court in Springfield, Ill. 

A similar suit, instituted by Mr. Ken- 
derdine, was dismissed from the United 
States district court in southern Illinois 
by Judge Fitzhenry, who ruled that he 
was without jurisdiction. In that action 
the Modern Woodmen of America was 
a defendant. 


Deny Intervenor’s Petition 


Recently the Illinois supreme court 
denied the intervenor’s petition for re- 
hearing of the Modern Woodmen case. 
That petition sought to obtain a reversal 
of opinion by the supreme court, which 
originally ruled against the rate increase, 
but reversed itself, and approved the 
new insurance scale. 

Meanwhile the Modern Woodmen is 
operating under the increased scale. Op- 
erations were suspended when the IIli- 
nois supreme court first declared against 
the new rate, but on Feb. 21, when the 
court reversed its opinion, operations 
were resumed. 
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ANNOUNCE TEXAS PROGRAM 


Hull and Holcombe Headliners at San 
Antonio Sales Congress Sched- 
uled for April 25 





The arrangement committee, com- 
posed of Harry D. St. John, Mathew 
Brown, O. D. Douglas, D. O. Johnson 
and O. P. Schnabel, announces the pro- 
gram for the sales congress of the Texas 
association at San Antonio April 25. Mr. 
Brown, attendance chairman, expects 
500 persons to be present. The annual 

“Battle of Flowers” celebration will 
draw thousands from all over the state. 
Officers of the Texas association are 
Sam Weems, Dallas, president; R. A. 
Hittson, Austin, vice-president, and D. 
O. Johnson, San Antonio, secretary- 
treasurer. The program is: 

Morning 

President Sam Weems, presiding; In- 
troduction, O. D. Douglas, San Antonio 

“The Purpose of the National Associa- 
tion,” Roger B. Hull, New York, manag- 
ing director, National Association of 
Life Underwriters. “Educational Effort 
in Raising the Standards of Life Insur- 
ance Salesmanship,” John Marshall Hol- 
combe, Jr., Hartford, managing director, 
Life Insurance Sales Research Bureau. 
“The Relation of Time to Production,” O. 
Sam Cummings, Dallas. “Life Under- 
writing as an Avocation,” W. A. Tarver, 
Austin, chairman.Texas insurance com- 
mission. 

Afternoon 

Vice-President Hittson presiding. 
“Late Developments in the Cooperative 
Field,” A. R. Cline, Houston, chairman 
trust section, Texas Bankers Association, 
Address, C. C. Day, Oklahoma City, vice- 
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been developed, 
visions, the new benefits have been uni- 
formly extended to earlier outstanding 
contracts, in-so-far as possible, thus se- 
curing to the earliest policyholders the 
benefits enjoyed by the latest. 


The Mutual Benefit 
Life Insurance Co. 


Intelligent Progression 


Mutual Benefit was organized in 


1845, and for upwards of eighty years 
has been administered by a succession of 
directors and officers whose conduct of 
its affairs has merited and received the 
confidence and approval of hundreds of 
thousands of policyholders. 


only has its history been marked 


by the fidelity, ability, and integrity of 
the officials who from time to time have 
been responsible for the Mutual Benefit’s 
financial management, 
Benefit 
throughout 
progression in the provisions of its con- 


but the Mutual 
has also been distinguished 
its history for intelligent 


which, with unbroken adherence 


to sound actuarial principles, have made 
the Mutual Benefit a leader in life insur- 
ance underwriting. 


improvements in contracts have 
liberalizing their pro- 
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Witmer L. Moore, President 


THE 


OUTHERN STATES 
LIFE INSURANCE COMPANY 


ATLANTA, GEORGIA 





Looking for Us? 


Ambition leads many men to seek new 
channels for the flow of their efforts. 


If you are satisfied, hold fast. If not, 
drop us a line. 


Provided 


You are capable of real success as a 
General Agent or Personal Producer. 


Tell us your story and we shall tell you 
ours. 





E. S. ALBRITTON 


Vice-President and Manager of Agencies 














The Life Insurance Company of Virginia 
I87I 59 Years of Existence 1930 


JOHN G. WALKER BRADFORD H. WALKER 
Chairman of the Board President 


Richmond, Virginia 

















“Sales Helps for Life Agents,” No. 33L is the new ca‘ of National Underwriter 
Life Insurance Services. Send for a copy, any National Underwriter office— 
IT’S FREE 











president National Association. “Illus- 
trations of sales methods by use of mov- 
ing pictures,” Stanley G. Dickinson, Hart- 
ford, Life Insurance Sales Research 
Bureau. Round table discussions, Homer 
G. Hewitt, Houston, presiding. Adjourn 
4:30 p. m. to view Battle of Flowers 
parade. Banquet, Harry D. St. John, 
presiding. Address, “The Pot of Gold,” 
Josh Lee, Oklahoma City. 
* * * 


DISCUSSES COMMUNITY LAW 


San Francisco Attorney Takes Up 
Troublesome Issue at Meeting 
of Association 


SAN FRANCISCO, April 17.—While 
companies understand fairly well the 
complexities which can arise in settling 
claims in California under that state’s 
community property laws, after several 
years of experience and a number of 
court decisions, agents were advised 
carefully to consider possible litigation 
which can arise when the policy is first 
written. This advice was given to the 
San Francisco association members at 
the monthly meeting by David Living- 
ston, well known San Francisco attorney 
who represents a number of life com- 
panies. 

He discussed the first case before Cali- 
fornia courts when a widow appealed 
and claimed half the proceeds of a life 
policy in which the decedent’s brother 
was made beneficiary, testifying the pre- 
miums had been paid out of community 
funds, or earnings of the husband during 
his married life. From that time on, Mr. 
Livingston said, trouble had been expe- 
rienced periodically by life companies on 
this point. 

Rolla B. Watt, chairman of the rules 
committee, who is a lawyer, introduced 
the speaker. Ten new members were 
added, Karl L. Brackett, chairman of 
the membership committee, stated. 


Lincoln, Neb.—President Logan was 
authorized at the April meeting of the 
Lincoln association to name a special 
committee to investigate the question of 
advertising. Mr. Logan said the Peoria 
association had doubled its membership 
to 200 by advertisements that listed the 
names of members and recommended 
them to buyers of insurance. The asso- 
ciation unanimously ratified the consti- 
tution of the Nebraska Association of 
Life Underwriters, formed in connection 
with the February celebration of life in- 
surance day in Lincoln. The members 
will be restricted to associations only, 
with an executive committee made up of 
presidents and past presidents of local 
associations, of which there are now six 
in the state. The annual meeting will 
be held hereafter in September, where 
and when designated by the executive 
committee. 

* * * 

Columbus, 0.—James Elton Bragg, di- 
rector of the life insurance training 
course in New York University, ad- 
dressed the Columbus association Thurs- 
day. His subject was “Sales Sugges- 
tions.” 

*x* * * 

Oklahoma.—James E. Nugent of Kan- 
sas City, a widely known insurance at- 
torney, gave the main address at the 
meeting of the Oklahoma association in 
Oklahoma City Saturday on “Qualifica- 
tions of the Life Underwriter in the Sale 
of Insurance for Partnerships and Close 
Corporations.” 

*x* * * 

Fort Wayne, Ind.,—Articles of incor- 

poration have been filed by the Fort 
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“‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 


AGENCY MANAGERS FOR 
PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


134 North La Salle Street, Chicago 


O. W. JOHNSON, President 
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S. W. GOSS, Vice-President 
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Wayne association. The first boar of 
directors is composed of usse 
Solomon, Paul J. Knothe and La) 
D. Fowler. 
x * * 

Enid, Okla.—Organization of a study 
class composed of life insurance men ¢ 
operate in connection with Phillips unj. 


ciation, and a committee was appointed 
to arrange details. Classes will be cop. 
ducted to preparing Enid agents for the 
Cc. L. U. examination. Organization of 
a speakers’ bureau was also effected { 
get in touch with civic clubs. C. C. Day 
of Oklahoma City, vice-president of th: 
National association, was main speaker, 
at the meeting. 
*x* * * 

Huntington, W. Va.—The Huntinetoy 
association, at its monthly conference 
discussed plans for an insurance schoo 
at Marshall College, Huntington. Th 
association considers bringing faculty of 
New York university life insurance 
school this summer to conduct an eight 
weeks’ course. It would be open to alj 
insurance men in the tri-state region 
and would start June 9. James Elto, 
Bragg, dean of the metropolitan univer- 
sity, was the principal speaker at the 
meeting. 

*x* * * 

Chicago—A very large attendance was 
registered at the April meeting of the 
Chicago association due to the fact that 
it was a dinner with special entertain- 
ment features, including the Pullman 
porters’ quartette, and with it was com- 
bined graduating exercises of a life 
trust institute which recently was con- 
cluded at Chicago. Fifty men and 
women received diplomas in the insti- 
tute. There were several representa- 
tives of trust companies and Craig B 
Hazlewood, vice-president First Union 
Trust & Savings, was toastmaster. Dr 
Charles J. Rockwell spoke on “Modern 
Tendencies in Life Insurance.” Roy L 
Davis, manager life department Dur- 
ham agency and director of instructior 
in the life trust institute, aided in pre- 
senting diplomas. 

* +.* 

Altoona, Pa.—An _ interesting dinn 
meeting of the Altoona association was 
held, the speaker being Austin Lee 
George, Pittsburgh attorney. A movie 
“Vanishing Fortunes,” was shown. V 
Blaine Lefler, entertainment committe 
chairman, was toastmaster. Paul V. Til- 
lard of Altoona talked on the benefits 
of membership. 

* * * 

Southwest Texas—R. O. Huff, vice- 
president and trust officer of the City- 
Central Bank & Trust Company, Sa! 
Antonio, Tex., is conducting a course for 
life underwriters on the “Functions of 
a Trust Company.” The course will 
last 12 weeks and meetings are held 
each Monday night. The course is spon 
sored by the Southwest Texas associa 
tion but even life insurance men wl 
are not members of the association are 
welcome. 

* * * 

San Francisco—Ben F. Shapro, who re- 
cently became general agent of the Pe! 
Mutual here, has been elected a membe! 
of the excutive committee of the Sa 
Francisco association, President Frank 
P. Ebertz announces. 

+ 

Philadelphia. The April  luncheo? 
meeting of the Philadelphia associatio 
will be held April 22. Abner Thor! 
Jr., editor of the Diamond Life Bulletins 
will be the principal speaker. 

*x* * * e 

Cleveland—The next meeting of the 
Cleveland association will be held Apr! 
18. C. H. Voorhees, chief counsel f 
the Connecticut General Life, wil! spea 
on “Commissions Plus.” 

* * x 

Topeka, Kan.—The Topeka associatio! 
has set June 9 for a special meeting 
at which Prof. S. S. Huebner will be th 
chief speaker. Insurance men from out 
side Topeka and a considerable numbe! 
of Topeka business and _ profession 
men have been invited. 

* * * 

St. Paul—John A. Hartigan, agency © 
pervisor of the Equitable Life of Né* 
York, was the speaker at the meeting! 
the St. Paul association on “Life Insv™ 
ance as Property.” 

x * * ; 

Greensboro, N. C.—The April meet" 
of the Greensboro association was ht 
April 14, with a good attendanc Pau 
W. Schenck, president of the assoc™ 
tion last year, spoke on “The Functie™ 
of Life Insurance.” 
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ingt . . 00 directory and learn the names of the 
rence Methodical System of Contacting | 0 persons living on each side of my pres- 
« os P t t tt ent policyholders and add these names FAC | S 
ioe al rospects Ever Mon h b Le ers and to my list. Next, I made a list of the 
sae p 7 a y owners of every business house in North and 
ight P ] } ll B H h B Akron, which is the section I live in. 
to all ersona alls rings ome t e€ acon [his gave me the required thousand | JIRES 
egion ga : te : ,.| names. I then typed a numerical list 
Elto When a life oa omg man devises a) advantageous. ‘This is Mr. b ood . of these names = regular letter-size 
“_ publicity system that causes many of | own story of how he keeps in touch with paper to be used in addressing envelopes, Many a man is paying $120 or more a 
it tl his prospects to call him by telephone | 1,000 prospects: etc. This list is double spaced to per-| year for a nice. cozy war asia 
asking for his service, he may safely be . ++ the inserting of ne sated ioe | Ino, =e oe oN See Gee 
' ’ 2 J Decided to Send Monthly mit the inserting of new names as the] keep the rust from his $600 investment, 


be 
to- 


said to 
headed 

ward suc- 
cess. When 
through that 
system over 
a four year 
period he 
steadily in- 
creases pro- 
duction, pay- 
ing for more 


than $200,- 
000 a year, 
and more 
than $400,- 
000 in the 
fourth year, 


although 
starting 
from 
scratch, 
without 
friends or 
acquaint- 


R. T. 





doubt he 


woop 





ances and in a strange city, there is no 
has his feet on a solid high- 
That is the record of 





Letter to 1,000 People 


“Late in 1929 I decided that I would 
like to have 1,000 people, living in the 
better sections of Akron, know that R. 
T. Wood and the Midland Mutual Life 
are able to handle their life insurance 
problems. In order to accomplish this, 
I decided that it would be advisable to 
send out a letter cach month to these 
1,000 people. The next step which pre- 
sented itself was ‘who will receive these 
letters?’ 

“I decided that my list should be com- 
posed of three distinct groups, namely: 
Professional, business men and others 
who could be seen during the day; peo- 
ple residing in West Akron who must be 
seen in the evening (this section 
Akron’s wealthiest residential district), 
and people living in North Akron also 
to be seen in the evening (this section 
is Akron’s residential section for junior 
executives and business men). 


Went Through Careful 
Process of Elimination 


1s 


“I then went through my file of un- 





way to success. 
vice- R. T. Wood, who joined the Mowrer | solicited names and discarded all that 
City: agency of the Midland Mutual at Akron, | didn’t come in any one of these groups 
Sa O., four years ago. Mr. Wood this year|I next arranged each of these three 
e fi is confident he will pass the $500,000 | groups in alphabetical order. Next, | 
ms mark, in which belief he is seconded by | numbered each card consecutively, be- 
her J. A. Hawkins, manager of agencies at | ginning at 101. When this was com- 
por the home office in Columbus. “Mr. | pleted, I found that I hhad a total of be- 
cia Wood is one of our outstanding pro- | tween 600 and 700 names. I was then 
wl ducers and is headed towards the $1,000,- | confronted with the problem of adding 
are 000 class.’ Mr. Hawkins says. “We| sufficient names to round out an exact 

believe Mr. Wood's system is a good | thousand. 

one. He is finding this advertising very “The next step was to take my city 
> re 
Pel 
nbe 
ea 








T-H-E 
th COMBINATION 
I-D-E-A-L 
th 
be 





J 





\ 


Liberal policies 
Good territory 


Agency—Building 
Co-Operation from 
Home Office 


Efficient Claims 
Service 


Are you making PROGRESS? If not, are you wil- 
ling to spend TWO CENTS to learn WHY National 
Casualty salesmen forge ahead continually? 

We have a full line of Commercial, Industrial, Group 
a and Deferred Payment Accident and Health policies. A 
connection with this company will be the TURNING 
POINT IN YOUR LIFE. 


r NATIONAL CASUALTY COMPANY 


Detroit, Michigan 
W. G. Curtis, President 





SUCCESSFUL 
-- NATIONAL 
-- AGENCIES 
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occasion arises. 

“After doing this 
my mailing campaign. 
mailed out about Jan. 
lows: 


Text of First Letter 
Employed in Campaign 


I was ready to start 
The first letter, 
17, was fol- 


as 


Some folks are 





“Dear Mr. Jones: 
‘pestered by life insurance agents.’ Some 
are—‘solicited by life insurance men.’ 
Others—gladly discuss their financial de 
sires and ambitions with their ‘insurance 
counselor’ in whose ability and judg- 
ment they thhave implicit confidence, this 
confidence being the combined result of 
frankness on the part of the individual 
and the comprehensive knowledge and 
sincerity of the life underwriter. During 
1930 and the years to come I will make 
it my business to do everything in my 
power to help you place yourself in the 


latter group. The enclosed card offers 
you an opportunity to quickly ‘get a 
line’ on my knowledge and _ sincerity, 
either by mail or personal interview.” 

“February and March letters have 
gone out the 17th of each month and 
subsequent letters will go out about the 
same date. As soon as the first letter 
was mailed, I was ready to start call 
ing on these people, whether they re- 
turned cards or not. 

“I did not expect to overwork the 


postal department delivering cards that 
were returned, and they have not been. 
The real purpose of this campaign is to 


pave the way for a personel call and 
at the same time plant some pleasant 
ideas about life insurance in the minds 





who is not putting that much into life 
insurance to guarantee shelter for his 
family in case anything should happen 
to him.—Canadian Finance. 
. es = 

A big word in American business is 
“salesmanship.” To be a good salesman, 
the first thing is to listen. The second 
thing is to talk convincingly. The third, 
and most important, is to know when to 
stop talking.—Arthur Brisbane. 

a. ae 

An Oklahoma girl advertised for a 
husband and landed him in a short time 
The ad cost $3.00; the wedding cost her 
$6.00—a total for advertising and the 
wedding of $9.00, The husband lived 
less than a year and then left her a life 
insurance for $11,000. Moral: 
Advertise Standard Cog. 


polic V 
It Pays 


Unless letters are fol 
send 


of these people. 
lowed up, one might as well not 


them. After I began to think about call- 
ing on these people, I realized it was 
impossible to have these 1,000 names 
active at the same time, so I set about 
confining my active list to a compara- 
tively small number of cards. 

“The first step in organizing this 
active list was to secure a filing case 


which would contain about 125, 3x5-inch 


prospect cards. I then made up guide 
cards for this smal! cabinet as follows: 
One guide card was labeled ‘New,’ an- 
other ‘Day Time,’ another ‘Phone,’ an- 
other ’North,’ and still another ‘West.’ 
“By referring to the division of pros- 
pects mentioned earlier in this article, 





THERE IS 


Outfit 
Overall 


934x124 
Get started 
with the right 
kind of Record and 
eliminate uncertainty 
and worry in your work- 










CUT HERE—MAIL NOW 


P. G. DALLWIG, INC., BANKERS BLDG., CHICAGO. 
Please send illustrated booklet describing the Dallwig Record. 


A REASON 


Why MORE and MORE 


Agents Are Using the 


DALLWIG RECORD 


and Discarding Other Systems! It is 
on Account of its Simplicity, Com- 
pleteness, Serviceability and quality! 


Capacity of Binder 1,000 Record Sheets 


“It dignifies your business” 
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you will see that these indexed guides 
made it possible for me to have, in this 
active file, a few cards from each group 
in my master list. It also makes it pos- 
sible to segregate new names which are 
HOME LIFE INSI IRANCE constantly accumulating and which will 
replace undesirable names on the nu- CALIFORNIA 
merical mailing list. I find, also, that 
COMPAN Y in the course of time I accumulate a Barrett N. Coates Cart E. HERFurte 
small number of names who must be 
of New York ar before ame to see —. Coates & HERFURTH 
hat accounts for the division under CONSULTING ACTUARIES 


A COMPANY OF OPPORTUNITY [22° cisions two || | BiPermeses stile 

“In addition to these subdivisions, this SAN FRANCISCO LOS ANGELES 
" small file contains a numerical index 
Ethelbert Ide Low, James A. Fulton, numbered one to 31, these numbers being ILLINOIS 
Chairman of the Board President a daily index. By filing my call-backs ! 
under the date they are to be made, I ONALD F. CAMPBELL 
On Agency matters address find it almost impossible to overlook an CONSULTING 


H. W. Manning, Superintendent of Agencies important engagement. Where a call- ACTUARY 


back is to be made in a future month, 
256 Broadway, New York I have, in my files, a January to Decem- 160 N. La Salle St. 
- Telephone State 7298 


ber file, wherein I file my cards that CHICAGO, ILL. 


will come up in ensuing months. 
Daily Quota Calls for 
10 to 14 Visits 
A. GLOVER & CO. 


ARE you AWAKE TO OPPORTUNITY “This may sound like a lot of work e us A 


Life Insurance Men of Vision Know That the Greatest and one may wonder when I find time 128 North Wells Street, Chicago 
to do any work, but the real purpose of 


I ith a I this system is to enable me to make from Life Insurance Accountants 
$s wi e mpany at Is ten to 14 calls a day. I know from re- Statisticians 
NOT TOO LARGE NOT TOO OLD sults obtained last year that I must 
NOT TOO SMALL NOT TOO YOUNG average about that number of calls each 
The Solid Growing Company Officered by Men Who Are Agency Minded = { . I am 7 es the bey I oe INDIANA 
enettnnii set for myse lis year. his quota, 
WE HAVE THE TOOLS by the way, if attained, will assure me HANGH, DAVIS & HAIGHT, Inc. 
of being the largest personal producer Consulting Actuaries 


Participating and Non-Participating Policies—Men and Women on Equal Terms—Total in our company. I might also add that 
Disability and Double Indemnity for the first three months of the year, FRANK J. HAIGHT, President 


Circularization Aids—Supervisor’s Help—Direct Contracts, Human Relations, Liberal which were just ended as I completed INDIANAPOLIS 
Contracts and Special Producer’s Clubs F this article, I found myself only $3,000 Omaha, Kansas City 

behind my quota of written business. 
Ven Ooo Feely Oe 2 Guat haar Fae be Sethe Tetey, Cos & “To further facilitate the making of 
ten to 14 calls a day, I have purchased 


THE OLD LINE a street directory which lists the streets ARRY C. MARVIN 
CEDAR RAPIDS LIFE INSURANCE COMPANY alphabetically and the name of each per- Consulting Actuary 
son residing on that street at a given 

COL. C. B. ROBBINS, Pg S. Sous Tieree. 6 agony aay . B. SVOBODA, Secy. number. Each name on my mailing list 902-904 State Life Building 
CEDAR RAPIDS, IOWA has been checked against this directory INDIANAPOLIS, INDIANA 
so that I can conveniently carry, in my 
car, my entire list of ‘suspects.’ This 
enables me to fill in idle time with con- MISSOURI 


The Rewards of Consistency veaboun RT 
Considers Recording of C ing A 4 
F A BUSINESS MAN takes care of his business, the business takes care of Birthd Is E sal onsulting Actuary 
irthdays is Mssentia 807 Paul Brown Building 
him. Life insurance field work is a business, and subject to the principles ; St. Louis. Mi " 
of general business. Those who achieve in this work are those who give it “One of the most important angles of and 
their undivided and full thought and effort. Isn't this merely natural and a system of this sort, in my opinion, is 800 Securities Building 
logical ? the careful recording of the birthdays Kaness City, Milsscurs 
Life insurance field work under satisfying conditions is a career giving of all people contacted with. I make it 
opportunity for achievement and profit according to ability and undivided a practice to send out birthday cards NEW_YORK 
effort. THe Mutruat Lire INSuRANCcE CoMPANY oF New York affords such or letters to each of my prospects and 
conditions to its field workers, Life insurance in all standard forms, annuities, policyholders. I also use the same M iles M. Dawson & Son 
disability and double indemnity benefits, prompt and equitable dealings, and birthday list to send out rate change 
facilities for serving policyholders in practical ways combine to make its letters, which are essential. pe CONSULTING 
ase force —— ' a bil “There are numerous other activities ACTUARIES 
Zarnest-minded men and women of character and ability ati i -onjuncti | is yram 
( 1 ability contemplating a in conjunction with this program of os W. euth St. New York City 


career in full-time field work are invited to apply to mine which would be of interest if it 
were possible for me to discuss them 


° 
versonally ‘but I find it lifficult to 
The Mutual Life Insurance Company ||| <°3:2?.. rea" aaa oy 
34 Nassau Street of New York New York, N. Y. am finding that the foregoing program, LER and RYAN 


DAVID F. HOUSTON GEORGE K. SARGENT which I endeavor to follow constantly, Cenedting Actuaries 
President 2nd Vice-President is making it easy for me to make a Insurance Accountants 


and Manager of Agencies greater number of calls and interviews Richard Fondiller, Harwood E. Ryan, 
than ever before and, as a result, I find Jonathan G. Sharp 

myself writing more business this year 75 Fulton Street 

than in any previous year in my experi- New York 


We Write All Standard Forms of Participating and ence.” 
Non-Participating Insurance Contracts and in a OKLAHOMA 
Addition the Following SPECIALS Lapse Records Will Be (3 McCOMB 


CONSULTING ACTUARY 


1. Ordinary Life Special $5,000. % 
2. Personal Life Monthly Income for Rejected Risks. Studied With Great Care Premiums, R ese . ¥ cs ; Surrender 
> 7) aiculated. aluation 


3. The Best and Most Liberal Sub-Standard Facilities. and Examinations Made. Policies 
4. Children’s Educational Policies age 1 day to 10 years. The Eauitable Life of New York 3 and all Life Insurance Forms Pre 
5. Up-to-date Health and Accident Policies. 1e¢ Equitable Life of New York an- pared. The Law of Insurance 4 


We welcome to our Ranks only serious-minded men of nounces that beginning April 1, all agen- Specialty. 
character and integrity—men who are intent upon suc- cies are to report to the home ofhce Colcord Bidg. OKLAHOMA CITY 


coce—and to whom we offer exceptionally liberal and prof- their lapse and termination records. It 
” ee eee teat - says in this connection, “It is safe to 
ery desirable territory open a +6 ee : 

infer that if there is a high record of 

OHIO — INDIANA — KENTUCKY persistency of business policyholders are 

Address S. M. CROSS, President receiving the type of service to which 
thev are entitled. Thi s is the primary dea That Will Sell Them All— 

OLUMBI A LIFE consideration. There is also the agent’s CiFE neunance fe A A PROPERTY 

side = the case tor just as & satisfied Farmers Dectors~ Lawyers Business Men- 

clientele makes for new business so a Laborers—Women. The whole idea deve-— 


INSURANCE COMPANY group of lapsed policies creates sales oped and perfected ONLY by Abner Thee 
Fin, >. Esse 

















































































































resistance and dissatisfaction to be over- in a series of studies, 
of Life Underwriting.” 


eo . > . Diamon: 
Cincinnati, Ohio come. Remember that the business that |] Bulletins, 429 E. 4th St., Cincinnati, 1.7 
stays is the business that pays. 
































